


BOOT and SHOE RECORDER 


With which is combined The Shoe Retailer 


Copyright by the Boot and Shoe Recorder Publishing Co. 


VOLUME 103 








MARCH 11, 1933 


IN THIS ISSUE 


Voice of the Trade............ 
How Much Must Volume Go Up? 


Carry On—With Courage and Con- 
fidence eeeeeee 


Have Faith in American Industry. 
How Confidence Came Back 

Novel Effects in Sport Detail.... 
Fabric Shoes for Summer Coolness 
Oxford Scores in Sport Shoes.... 
College Men Like Sport Shoes 


Simple 
National Foot Health Week 
Under the Big Hat in Washington 
O.P.I. (Other People’s Ideas).... 
ber: Stylists Swing Around the 


On the Selling End..... ACE COTE 
Shoe News 


Observations and Comment 
When Prices Go Down 


By Arthur D. Anderson 

The New Deal Starts on Time... 18 
By George E. Gayou 

To Speed Up Summer Sales .... 21 
To Be Worn with Sport Costumes 22 
Patterns That Promise Popularity 23 


Sidelights on the News 
By Harry R. Terhune 


What They Saw and Heard 
News of the Shoe Travelers 
About People and the Trade.... 55 





CuIcaco 
367 West Adams St. 
lephone: Randolph 9451 
B. C. BowEN 








Published by BOOT anp SHOE RECORDER PUBLISHING CO. 
239 West 39TH STREET, NEw York City 


EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT, Vice-President and Treasurer 


Vice-Presidents 


H. WALTER SCOTT, BERNARD C. BOWEN, CHARLES H. FURBER 
ARTHUR D. ANDERSON, Secretary 


Directors 
In addition to the above-named officers 


A. C. PEARSON, HUGH M. BOWEN, L. F. DUTTON, R. L. SEWARD 


Bditorial Staff 


ARTHUR D. ANDERSON, Hditor 
RAYMOND L. FITZGERALD, Managing Bditor 
HARRY R. TERHUNE, Field Hditor 


Assoctate Editors 


Branch Offices: 


St. Lovis 
1627 Locust 8t. 
HueH M. BowEn 


ROCHESTER 
512 Exchange Place Bldg. 
R. L. Spwarp 


Boston 
140 Federal St, 
L. F. Dutton 


CINOINNATI 
501 First Nat. Bank Bldg. 
Rate R. Lepper 


SUBSCRIPT"ON RATES 


The subscription price of the Boor anp SHOm RecorpwR 1s $3.00 for one year 
Tax in Canada. $2.60 


FOREIGN SUBSCRIPTIONS—The price to all foreign countries except the above is $10.00 per year including Postage. 


All subscriptions are payable in advance. Single copies 25 cents. 








OWEN A. THOMAS FRED A, GANNON GEORGE BE. GAYOU 


PHILADELPHIA 
N. W. Corner 56th and Chestnut Sts. 
H. Wa.tze Scotr 


. ae includes postage in the United States and its possessions. 
ra. 








Friendly Five 


Goes to 
FULL COLOR PAGES 


in NATIONAL 
Publications 


Two Special Tie-In 
Advertisements 


To help you tie-in we have 
prepared two —— ad- 


vertisements. These are 
supplied in addition to 
regular A. B.and 

C. Services. 

They tell the 

story from the 

retail angle. 

Sizes: 6 inches, 

2 cols., and 10 

inches 2. cols. 

Mats Free. 

Order them 

in NOW. 
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Phetenscsine, “tidy, 


This campai turns 
“thumbs Goan on Mis- 
fit Shoes, the cause of 
78% of all common foot 
troubles such as corns, 
an L 2 
shows how they are pre- 
vented by Friendly F: es. 





We cam offer such clatity and 
scuvidient* am to oer te ht bow, 
eer mathemati 


Features No. 446 


Be sure you are well 
stocked on No. 446, and 
have a pair in your 
window, with the Satur- 
day Evening Post opened 
to the Friendly Five ad- 
vertisement. Don’t wait 
until the last minute 
before filling-in, on this 
or any other number. 
Do it now. } 


Tie in with this Message in the 


MARCH 18th ISSUE of the 


SATURDAY EVENING POST 


Full pages! Full colors! Not one or 
two, but a whole series of them — 
running through the year — and in 
the Saturday Evening Post and 
Collier’s, supplemented: by American 
Legion ‘Monthly — that’s the big news 
this month for all Friendly Five dealers, 


This new Friendly Five National Adver- 
tising Campaign starts with the March 
18th issue of the Post. High lighted, here’s 
the story behind it: 


Mis-fit shoes are costly. No dealer carry- 
ing shoes in the ordinary range of styles, 
sizes and widths can hope to fit all normal 
feet. But the Friendly Five dealer can 
and does. 


By virtue of his larger in-stock range — 
AAAA to EEEE, sizes 3 to 15; and in 
sport shoes, AAA to E, sizes 5 to 15, on 
scores of different type lasts—he is qualified 
to fit correctly the unusually large or 
small foot, as well as the average, and 
save time and money for all! 


Friendly Fives, backed by this powerful . 


advertising, put you in a more dominating 
position than ever. Capitalize this adver- 
tising by tieing-in with it. 





Just out, a new series of news- 
paper advertisements in various 
sizes, featuring individual 
Friendly Five Sport Shoes. Send 
for proof sheet. Mats free. 











$4000 Extra Profit in 
90 days 


That’s what a Friendly 
Five dealer made on the 
New Friendly Five Rid- 
ing Boot and Accessories. 
This sensation of the 
shoe industry is bring- 
ing in new customers on 
all sides — is attracting, 
securing business other- 
wise unattainable. Push 
s — display it — stock it 


Ow. 
Friendly Five Rid- 
ing Boot. Genuine Calf- 
skin. Full Leather Lined 


? 


ALL STVLES 








NASHVILLE, 


TENNESSEE 





When writing advertisers please mention Boot and Shoe Recorder 
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The VOICE of the TRADE 


€ onanial candor 
in New York windows! One sign 
reads: “Our landlord gave us two 
months’ free rent, so we are pass- 
ing on the complete savings to our 
customers.” Another one reads: 
“This is the deadest spot in the 
city but we are going to make it 
alive with bargains.” Still an- 


other: ‘We anticipate the dullest 

season in our history. To prevent 

it, we are giving you everything 

for cash.” And another: “We 

can’t eat the goods. Come and 

take it away for next to nothing.” 
S & 3 


J. Abowitz 


of Lax & Abowitz, has received a 
final decision from the Appellate 
Division of the Supreme Court of 
New York that will have an im- 
portant bearing on the responsibil- 
ity of the manufacturer, through 
the retailer, to the final consumer. 

In the case SHERWOOD vs. 
LAX AND ABOWITZ—it ap- 
pears that a pair of shoes manufac- 
tured by the defendant was sold 
by Franklin, Simon & Company to 
the plaintiff (Sherwood). Miss 
Sherwood wore the shoes and 
stood on the landing of a stair- 
‘case when one of the heels broke, 
thereby causing her to lose her bal- 
ance and fall down the stairs. It 
was alleged that the resulting in- 


jury was caused solely by reason 
of the defendant’s carelessness and 
negligence in the manufacture of 
the shoes. 

The law point at issue was 
whether the injury complained of 
was occasioned by the violation of 
some duty which the defendant 
(Lax and Abowitz) owed to the 
plaintiff. But the court held that 
the duty of a manufacturer to 
those using his product arises only 
when the product is such that it is 
reasonably certain to place life and 
limb in peril when negligently 
made. It was held that the heel 
of a shoe is not an article that is 
reasonably certain to place life and 
limb in peril when negligently 
constructed. So the case was dis- 
missed. 


~~! 


George J. Lovely, 


shoe traveler and man of many 
friendships, sends us a poem 
credited to ‘““Woodyard Kindling” : 


Seated alone at a station 

At the close of a business day, 
A traveling man is waiting 

For a train that is late, they say: 

He is chewing the end of a black cigar, 
Discouraged, with head bowed down, 
He is thinking of what he will do to the 

trade 

When he reaches the next small town. 
A letter is handed him, saying, 

The home office is making a change 
And they want you as their manager 

At such terms as you might arrange. 
He is now seated at his office desk 

With each at his beck and call, 


And the troubles and life of a traveling 
man 
Are over for good and all; 
And just as he is signing his last big 
check, 
And the lights are growing dim, 
A gruff voice shouts in his drowsy ear, 
“Wake up, old top, your freight is in.” 
x * x 


ee and see 
the Port of Authority Building, 
dedicated this week in New York. 





It is 800 ft. long and 200 ft. wide 
and it is today’s answer to ware- 
housing with speed and certainty. 
Every city in the country should 
possess as efficient a central unit 


for commercial purposes. Heavy 
duty elevators lift the trucks right 
to the stockroom floor. Any ten- 
ant shipping less than carload 
quantities of freight merely de- 
posits his goods in the basement 
where the terminals of eight rail- 
road systems dispatch the ship- 
ments daily. City shipments are 
on an hourly basis. 

In building this terminal in the 
heart of the city, at 14th Street 
and Eighth Avenue, the Port Au- 
thorities used long range plan- 
ning and long range financing to 
weather any economic storm and 
was prompted to build it to supply 
labor to thousands at a time when 
it was sorely needed. 

The first shoe organization to 
occupy quarters is the Regal Shoe 
Company. 


















































Am Fineman, 
employment manager of the La- 
Salle & Koch Co., Toledo, Ohio, 
states : 

“We have insurance against fire, 
death, sickness, invalidism, acci- 
dent. We have used the principle of 
insurance to take care of every other 
kind of industrial and like risk. The 
risk being widely distributed, the 
individual burde1 becomes compar- 
atively small. Why not some form 
of insurance against the inevitable 
unemployment risk ? 

“Tt should be compulsory for all 
businesses within the State, lest the 
bad personal risks predominate. 

“It should be contributary to en- 
list the interests of the employer 
and the employee. 

“Tt should limit exceptionally bad 
risks by establishing a rigorous re- 
lationship between benefits and con- 
tributions. 

“Tt should have a low rate of pay- 
ment lest the scheme encourage un- 
employment. 

“It should have State backing and 
administration for necessary sta- 
bility and impartiality. 

“It should encourage employers 
and employees to discriminate 
against casual employment.” 


* * * 





When Macy’s 
introduced the Dr. M. W. Locke 
shoes, so keen was the interest 
among store executives, that a pool 
was formed, estimating the num- 
ber of pairs of Locke shoes that 
would be sold the first week. Mrs. 
N. P. Nuyens, manager and buyer 
of the department featuring these 
shoes, stated that 1067 pairs of Dr. 
M. W. Locke shoes, sold the first 
week, was nearly twice the number 
of the nearest guess. F. Lamb 
was the pool prize winner with an 
estimate of 560 pairs. The first 
week’s sales resulted in the dis- 
posal of 941 pairs of women’s 
shoes and 126 pairs of men’s shoes. 





FIGHT! 


—Some philosopher recorded long ago that 
the most powerful impulse of the human 
race is the instinct to sit down. 

—Translated into present-day terms | 
should say that the most powerful impulse 
is to “lay down.” 

—Parachute jumping carries a vast deal of 
risk—but window jumping is all risk. 
—During these days of stress and distress, 
most of us get a bit down in the mouth at 
times. If it were not so we wouldn't be 
human. But it’s the ability to come back 
with a snap, a punch, a fighting deter- 
mination to overcome all obstacles, that 

marks the real man. 

—lIt’s only during periods of active warfare 
that men have medals for bravery pinned 
upon their breasts. 


a Tain, 


President. 





Priced by size. 


Robert Turner, of Boston, one of 
the first shoe retailers of record, 
priced his children’s shoes accord- 
ing to the size, for the inventory of 
his estate, on the records of probate 
for the year 1651 show that he had 
in stock 29 pairs of children’s shoes, 
No. 11s at 4 shillings, 4 pence a 
pair ; No. 12s at 4 shillings 8 pence 
and No. 13s at 4 shillings, 10 pence 
—or the larger the size, the higher 


the price. 
x * x 


— Whalen, 


general manager of John Wana- 
maker’s and president of the Adver- 
tising Club of New York, is the out- 
standing opponent of the retail sales 
tax proposed in the State of New 
York. He says: 

“The sales tax, quite apart from 
the amount that it might add to the 
cost of merchandising, is particu- 
larly objectionable in the resistance 
to purchasing that it would raise in 
the minds of the public. 

“The proposed New York State 
retail sales tax affects the largest 
industry in the State. There are in 
this State 105,508 retail stores, and 
the volume of business they do 
amounts to $4,930,353,000 a year. 
The pushcart business in this State 
amounts to $35,000,000 a year. 

“If the proposed retail sales tax 
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is passed by the legislature and 
signed by the Governor it will force 
thousands of stores out of business, 
and seriously affect the volume of 
the retail sales of New York State. 
It should be remembered in this con- 
nection that 80 per cent of our popu- 
lation live along the borders of our 
State, thus giving competitors in 
adjoining States, which have no re- 
tail sales tax, an unfair advantage 
in markets that belong essentially to 
New York merchants.” 
x * & 


_ ae or 
to Camille Pessemier, on his sev- 
entieth birthday. Born in Bel- 
gium, he came here at 19 and was 
in business for himself at 21. He 
learned to make shoes in the old 
country but switched to ready- 
mades in America when he found 
machinery produced such an ex- 
cellent product. He is never to be 
found without a flower in his lapel 
and his gentle hobby is the grow- 
ing of roses in his garden at home. 


' Lucky, indeed, is the man who bal- 


ances good business and good liv- 
ing! 
* * * 


AN AE AINT WRONG- = 
T “THAT 





Here's an idea 


that came out of a speakeasy. 
When you sign your name, you 
are asked to give the month and 
day of your birthday (not the 
year) for identification purposes. 
You find out, when your birthday 
comes around, you get a little note 
saying : 

“Dear Friend: May your birth- 
day and each new day thereafter 
dawn with joy and bring forth 
rich gifts of happiness.” Signed 
“Steve.” 

Now, that isn’t a bad idea for 


a shoe store to use. 
* * * 


Dann Byck, 
president of Byck Brothers, Louis- 
ville, Ky., and Charles F. Troxler, 
secretary of the company, two of 
Louisville’s best known big game 
hunters, who have made several 
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trips into the northwest, were sub- 
ject of an interesting article on Big 
Game hunting, in the Louisville 
Herald Post. Thephotograph 
showed Mr. Byck and Mr. Troxler, 
sitting in Mr. Byck’s office, beneath 
the mounted head of an antlered 
deer, secured on one of their west- 
ern trips. Mr. Byck’s office con- 
tains a number of mounted trophies, 
and looks more like a club-room or 
trophy-room, than the business 
office of executives of a shoe store. 


*x* * * 


B. J. Rosenberg 
of Stewart & Co., Baltimore, Md., 
says: 

“Mussolinis are the order of the 
day. We must be leaders, with cour- 
age, and vision, and power, and 
skill to organize and plan; then we 
must possess the will power to carry 
those plans through to conclusion. 

“Mussolinis are born, you say— 
not turned out like so many Ford 
cars or cans of Campbell’s soup. 
But, if we can’t all be born Musso- 
linis, let’s develop ‘Mussolinism.’ 
And just what does this involve? 
The development of plain, ordinary, 
everyday, simple common sense 
with the ability and courage to 
apply it to every day problems. 

“So, the best I can do in the way 
of giving you a ‘magic formula’ is 
this: DEVELOP AND APPLY 
COMMON SENSE TO MER- 
CHANDISING AND THE 
VOLUME WILL TAKE CARE 
OF ITSELF: LIKEWISE THE 
PROFITS.” 


*x* * * 


R. G. Roth, 
of Wm. Taylor Son & Co., Cleve- 
land, Ohio—said : “There is a need 
today for a closer working arrange- 
ment between manufacturer and 
seller. Each party'can and should be 
mutually helpful to the other. Stores 
in many cases have, during the past 
few years, had a tendency to scatter 
their purchases among too many re- 
sources. Today with the need for 
greater cooperation between man- 
ufacturer and seller, and with the 
need of a mutual understanding of 
each other’s problems, retailers in 
my opinion should endeavor to con- 
centrate their purchases with as few 


manufacturers as possible. If this 
were done, retailers would have the 
right to expect manufacturers to 
provide them with exclusive mer- 
chandise on which it should be pos- 
sible to obtain our higher markup 
requirements without in any way 
endangering our volume or good- 
will. 

“Since retailers throughout the 
country are faced with more or less 
the same set of problems, there has 
been a tendency on their part, dur- 
ing recent months to be more coop- 
erative in attempting to solve some 
of these problems. Unquestionably 
many savings in operating costs 
have been made possible by this at- 
titude. It may be pointed out, too, 
that there appears to be less and less 
desire on the part of stores gen- 
erally, to indulge in promiscuous 
price cutting practices. This change 
in attitude on the part of retailers is 
mentioned merely because it serves 
in some degree to make our job of 
increasing our profit margins less 
difficult.” 


Harry Evans 


of Field & Filint’s on the Pacific 
coast, recently addressed the State 
Osteopathic Convention at Colo- 
rado Springs. He lectures as well 
as sells, for he followed it up with 
a talk to the shoe people in the 
shoe department of the May Com- 
pany in Denver and then the shoe 
people in the department of H. C. 
Capwell of Oakland, Calif. 


Cte 


managing director of the Middle 
Atlantic Shoe Retailers Associa- 
tion, writes: 

“It seems during the past year, 
or so, captains of industry, finan- 
ciers, and merchants have lost the 
grit to plan and analyze the future 
business conditions in an optimis- 
tic way. They have been waver- 
ing, and through it have lost many 
opportunities, and jumbled up 
many more. 

“T have just finished reading the 
Recorder issue of February 25th, 
and I want to extend congratula- 
tions to you. The space you de- 
voted for the National Push on 
Sport Shoes, is commendable, and 
I only hope that every Retailer 
throughout the country will tie up 
with this campaign. It must and 
will produce additional business. 

“Again congratulations. You 
are one of the few organizations 
that still seem to have both feet 
solid on the ground.” 


* * * 


I; this a 


perfect formula for handling a 
justifiable complaint ? 


1. Listen kindly, sympathetically and 
patiently, as a fellow human being. 

2. Admit the error without delay. 

3. Tell the customer what will be done 
to correct the mistake. 

4. Express regrets briefly. 

5. Show sincere appreciation of the 
trouble the customer had taken to 
call attention to the error, thus en- 
abling the store to make things right. 

. And conclude with a strong, indirect 
selling talk, assuring the customer 
that it was the constant aim of the 
store to satisfy its patrons. 


“That’s no language for a respectable goat, Bill. Yuh better stick to your tin can diet and 
lay off them cowhide shoes!” 
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THE NECESSARY INCREASE IN UNIT SALES 
(1) (2) To Maintain Dollar Margin 
T 
Proposed Maintain Original Original Original 
Price Dollar Markup Markup Markup 
Reduction Volume 40% 35% 30% 
2.5% 2.6% 7% 8% 9% 
5. 5.3 14 17 20 
7.5 8.1 23 27 33 
10. 11.1 33 40 50 
12.5 14.3 45 56 71 
15. 17.5 75 100 








Original Original 
Markup Markup 
25% 20% 
11% 14% 
25 33 
43 60 
67 100 
100 167 


300 

















The two tables shown 


herewith have been compiled to 
clear up a rather wide-spread mis- 
understanding about the volume 
increase necessary to offset a price 
reduction—to make plain the dif- 
ference between “volume” and “in- 
come.” 

In Table A we see a 10 per cent 
price cut requires an 11.1 per cent 
increase in pair sales to produce 
the same volume in dollars. But 
since those additional pairs must 
be bought as well as sold, this 
maintained volume would return a 
decreased income, or gross margin. 

Ordinarily we think of expenses 
as a percentage of total sales. 
Right! Yet the money to pay those 
expenses comes, not from total 
sales, but from the actual dollar 
margin produced by those sales. 
Consequently all our thinking 


Table A. The increase in unit sales made necessary by a price reduction (1) to return the same dollar volume, (2) to 
return the same dollar margin, presuming the cost per unit remains unchanged. 


How Much Must Volume Go Up 
When Prices Go Down? MURRAY C. FRENCH 


should be in terms of margin, not 
volume. 

Such a large proportion of ex- 
penses are fixed or only semi- 
variable that a reduction in selling 
prices does not necessarily mean 
there will be any reduction what- 
ever in expenses. It is not un- 
likely the same dollar expenses will 
go right on, requiring the same 
dollar margin to meet them. So the 
real question reads: “What in- 
crease in pair sales will a price re- 
duction necessitate, to return the 
original gross profit in dollars?” 

The table at the top shows us 
that the answer to this question de- 
pends entirely on what the original 
markup was before the price re- 
duction, a point not generally un- 
derstood. If the original price 
yielded a 40 per cent markup, then 
a 10 per cent price cut would 





Markup Units Markup Units 
50% 100 40% 150 
49% 104 39% 156 
48% 108 38% 163 
47% 113 37% 170 
46% 117 36% 178 
45% 122 35% 186 
44% 127 34% 194 
43% 132 33% 203 
42% 138 32% 212 
41% 144 31% 222 








Markup Units Markup Units 
30% 233 20% 400 
29% 245 19% 426 
28% 257 18% 456 
279% 270 17% 488 
2690 # 285 16% 525 
25% . 300 15% 567 
24% 316 14% 614 
23% 335 13% 669 
22% 355 12% 733 
21% 377 11% 809 





Table B. The relation between markup percentage and the number of unit sales 
necessary to return an identical markup in dollars, presuming the cost per unit 


remains unchanged. 






necessitate a 33 per cent increase 
in pair sales to return the same 
margin in dollars. But if the orig- 
inal markup was only 25 per cent, 
then a 67 per cent pair increase is 
required, etc. These are very dif- 
ferent figures from the 11.1 per 
cent increase needed ‘to produce the 
same volume. 

All this puts a rather serious as- 
pect on a slight and seemingly in- 
nocent looking price reduction. For 
in sO many instances there is no 
assurance the price cut will in- 
crease pair sales in the least. These 
figures are compiled with the pre- 
sumption the pair cost remains un- 
changed. 

The table at the bottom of the 
page presents a different slant on 
the same problem. The left hand 
column is the percentage of mark- 
up (figured on the selling price, of 
course). The right hand column 
shows the comparative number of 
pairs that must be sold to return 
an identical amount of dollar mar- 
gin. 

For instance, 150 pairs sold at 
40 per cent markup will produce 
exactly the same margin in dollars 
as 233 pairs sold at 30 per cent 
markup, or 300 sold at 25 per cent 
markup, regardless of the dollar 
volume produced. 
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Carry On—With Courage and Confidence 


C. on. Do business up to 
the point of limitations. Each individual in each 
business, is being tested as never before. The 
present monetary crisis reveals first of all the 
capacity of neighborliness. The finest thing that 
has come to our attention has been the action of 
a merchant who found himself with several days’ 
cash receipts on hand. He visited the adjoining 
stores and offered assistance if they were in need 
of immediate cash. Then he called up on the long 
distance telephone, his source of supply and volun- 
teered to send several thousand dollars if the same 
was needed for immediate payrolls. 

That man and merchant typifies the true spirit 
which we hope is prevalent throughout the shoe 
trade. We are facing the testing of friendships 
and the real proof that this industry is indeed a 
family. The first thing that people do in a storm 
is to turn to their neighbors to ask for and offer 
credit. 

We hope by the time this is read that some 
national solution has been achieved, correcting 
the shortage of money. It must be quickly fol- 
lowed up by some method of releasing check 
money for its normal functions. No policy of 
dribbling out small percentages of cash—5% at a 
time—will serve. What is wanted is a revival of 
sound banking facilities. That is something that 
must be solved simply, effectively and quickly. 
A guarantee of Clearing House certificates supplies 
a national interbank currency and scrip money 
helps in the minor transactions; but both of these 
substitutes for actual money delay, handicap and 
retard work and trade. 

The urgent thing is to restore the circulation 
of checks and normal business payments. Unless 
this is done we have the cumulative demoralizing 
effect of non-purchase of commodities and injury 
to an entire season’s business: by the tightening 
up of business and credit because of fears. 

The ten strongest words that we have heard 


were those by President Roosevelt—“The only 
thing we have to fear is fear itself.” 

We have asked an expression of opinion from 
a number of leaders in the manufacturing field and 
their opinions appear on the following pages. We 
preface their statements by this emphasis of the 
fact that this emergency will bring out the sterling 
qualities of cooperation. 

We find the very need for cooperation has 
aroused a nation of business men to the need for 
neighborliness. We hope that every manufacturer 
who has taken orders and accepted them for mak- 
ing, will go right through to final shipment in the 
spirit of “carrying on.” This is no time to put 
on the extra pressure of credit responsibility and 
selection. If the customer was good enough to 
solicit for an order, he is good enough to ship. 


One of the finest moves in 
the direction of serving the public, as well as their 
own interests, was the offer by every reputable 
shoe store and department store in America, then 
extending credit facilities to the public during the 
banking emergency. A similar broad policy should 
prevail in back of the lines between the manu- 
facturer and the merchant. 

We hope that before the week is out that those 
stores that are on a strictly cash basis may find that 
scrip money has been issued sufficient to the needs 
of the public. 

The important thing is to get turn-over and 
distribution of goods. Payment is something that 
can be managed by emergency substitutes. 

We do not want to see trade taking a holiday as 
a follow-up of money taking a holiday. For that 
reason we urge and reurge the necessity for carry- 
ing on—putting more activity into selling at the 
fitting stool and to have no abatement whatsoever 
of the rest of the activities in the store whether it 

[TURN TO PAGE 50, PLEASE] 
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HAVE FAITH IN 


The new deal started on time 
It opened a new chapter in American history. What 
was amazingly significant was the almost universal 
feeling on the part of every thinking American that 
the bank moratorium was the crisis that marked the 
end of the depression. If the American public has 
that tremendous sense of the right moment of change, 
that factor alone will influence the country toward 
betterment. The new administration made its pledge 
of a constructive program. The people have hopes 
of its immediate performance. There is greater 
ground for confidence today than there has been at 
any time during the past three years. 

The issuance of scrip money is also a factor for 
good—strange as that may seem. Past experience 
with scrip money here and abroad indicates that it is a 
free-spending money for nobody wants to hoard it 
and everybody wants to “get rid” of it. It is the 
beginning of an appreciation of goods as being worth 
more than money. 

We have asked a number of the representative 
manufacturers of the industry to give us their opinion 
of the situation as it now stands. Their telegrams 
indicate their confidence in the situation. They face 
the future with courage and confidence and by the 
same token stand ready to cooperate with the mer- 
chant in weathering the storm. This mere handful 
of telegrams gives a hopeful picture to the reader. 
A thousand telegrams could do no more. 

Trade leaders wire us: 


Ottver De Ripper, E. P. Reed & Co., Rochester : 
“SHOE MANUFACTURING A BASIC IN- 


DUSTRY—OUR PRODUCTS ARE NEEDED— 
SHIPMENTS ARE GOING TO ALL POINTS 
WITH CONFIDENCE IN THE COURAGE OF 
DEALERS TO MEET OBLIGATIONS AS THE 
TEST OF MANHOOD—PRESENT PROB- 
LEMS CALL FOR COMMON SENSE AND 
LEVEL HEADS TO CALM THE TIMID— 
THIS SEEMS TO BE THE ZERO HOUR BE- 
FORE THE DAWNING OF A NEW ERA.” 


*x* * * 


PauL Jones, Commonwealth Shoe & Leather Co., 
Whitman, Mass. : 


“WE PLAN TO CARRY ON MANUFACTUR- 
ING AND SHIPPING TO OUR REGULAR 
CUSTOMERS AS USUAL—WE FEEL CON- 
FIDENT THAT WORKABLE METHODS OF 


‘SETTLEMENT WILL BE ESTABLISHED 


SHORTLY IN THE MEANTIME TO KEEP 
MEN EMPLOYED IN GETTING MATERIAL 
AND MERCHANDISE ON THE WAY TO THE 
CONSUMER IS OF PARAMOUNT IMPOR- 
TANCE.” 
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Mitton S. FLorsHemm, Flor- 
sheim Shoe Co., Chicago, III. : 
“THINGS ARE VERY 

CHAOTIC BUT I FEEL 

VERY CONFIDENT A 

PROPER SOLUTION WILL 

BE HAD FOR ALL OUR 

BANKING TROUBLES AND 

WHEN THAT IS ACCOM- 

PLISHED WHICH WILL BE 

IN THE NEXT FEW DAYS I AM CONFI- 

DENT GENERAL BUSINESS WILL SHOW \ 


DISTINCT IMPROVEMENT — WE WILL 
GRADUALLY WORK OUT OF ALL OUR 
PRESENT ECONOMIC | DIFFICULTIES—I 


HAVE GREAT CONFIDENCE IN OUR NEW 
PRESIDENT AND BELIEVE HE WILL BE 
ABLE TO PROPERLY DIRECT THE SOLU- 
TION OF OUR MAJOR PROBLEMS.” 


Hersert Lapeg, Jr., The Julian & Kokenge Co., 
Columbus, Ohio: 

“THE PRESENT CRISIS HAS PROVEN 
BEYOND ALL REASONABLE DOUBT THAT 
THE MERCHANT MUST CONSIDER THE 
MANUFACTURER AND THE MANUFAC- 
TURER THE MERCHANT IN A LIGHT MORE 
IMPORTANT THAN HIS BANKING CON- 
NECTION—NO BUSINESS CAN HOPE TO 
SURVIVE UNLESS FOUNDED UPON CON- 
FIDENCE BORN OF PAST EXPERIENCE 
AND THE WILLINGNESS TO COOPERATE 
DURING SUCH STRESSING TIMES AS 
THESE.” 


* * 


Joun W. Crappock, Craddock Ferry Co., Lynch- 
burg, Va.: 


“DOING BUSINESS AS USUAL WITH 
COMPLETE CONFIDENCE IN THE FU- 
TURE.” 

x Ok x 
Henry W. Cook, A. E. Nettleton Co., Syracuse, 
ms Y.: 

“IT IS INCONCEIVABLE TO US THAT 
ANYTHING BUT A NEW DEAL AND A DE- 
CIDEDLY BETTER ONE CAN COME FROM 
THE PRESENT IMPASSE—THE CRISIS HAD 
TO COME AND ALTHOUGH A SHOCK 
WHEN ACTUALLY MET WE FEEL POSI- 
TIVELY AND DEFINITELY THAT IT WILL 


AMERICAN INDUSTRY 





CLEAR THE DECKS FOR A REAL SURGE 
FORWARD IN BUSINESS—THAT WE WILL 
BE ADDING OUR VOICES TO THE POPULAR 
CHORUS ‘HAPPY DAYS ARE HERE AGAIN’ 
-—-IN THE MEANTIME OUR SUGGESTION 
AND INTENTION IS TO PROCEED AS 
USUAL.” 


* * ok 


A. W. Busy, Nunn, Bush & Weldon Shoe Co., Mil- 
waukee, Wis.: 

“WE ARE ACCEPTING ORDERS AND 
SHIPPING MERCHANDISE AS USUAL BE- 
LIEVING BEYOND A DOUBT A TEMPORARY 
PLAN WILL BE EVOLVED WHEREBY WE 
CAN PROCEED WITH _ BUSINESS — WE 
HOPE THE SPECIAL SESSION WILL FORM- 
ULATE A PERMANENT BASIS UPON 
WHICH OUR FUTURE WILL BE ASSURED 
MORE SAFE AND SOLID THAN EVER.” 


* OK 


Murray Fine, President, Shoe Manufacturers Board 
of Trade of New York and Treasurer Premier 
Shoe Co., Brooklyn, N. Y.: 

“THE SHOE MANUFACTURERS BOARD 
OF TRADE OF NEW YORK VIEWS THE 
SITUATION OPTIMISTICALLY AND BE- 
LIEVES THAT IF MANUFACTURERS AND 
RETAILERS KEEP THEIR BALANCE, THERE 
IS NOTHING TO FEAR FOR THE FUTURE 
OF OUR INDUSTRY—FAIR DEALINGS AND 
CHARACTER ARE THE BASIS OF CREDIT 
AND OUR ASSOCIATION CAN BE DE- 
PENDED UPON TO DO ITS PART IN THIS 
SITUATION—PERSONALLY, I AM IN FULL 
ACCORD WITH PRESIDENT ROOSEVELT 
WHEN HE SAID: ‘THE ONLY THING WE 
HAVE TO FEAR IS FEAR ITSELF.’” 


* 


Herbert R. Garsipe, A. Garside & Sons, Brooklyn, 
a oe 

“FEAR AND HESITANCY HAVE BROUGHT 
ON THIS CRISIS—EITHER WILL PROLONG 
IT—ONLY CALM AND COURAGE CAN 
ERASE IT—ALL EFFORTS MUST BE CO- 
OPERATIVE ALONG VERY SOUND AND 
CONSTRUCTIVE PRINCIPLES, COLLECTING 
AND PAYING AS MUCH AS IS POSSIBLE.” 


[TURN TO PAGE 47, PLEASE] 
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How Confidence Came Back 


Address of President Roosevelt Restored Calmness 


Well! What did New York 


do about it? It awakened as usual. 
Through drowsy eyes that sudden- 
ly popped, it read a headline that 
was a headline. “Governor Leh- 
man declares two-day bank holi- 
day.”. The subways were about as 
crowded, the people more talka- 
tive, but the conversation had 
launched into big words, with 
everybody propounding a_ plan 
that would reopen banks and busi- 
ness as usual would be restored. 

There was a slight hysteria in 
most conversations, and a nervous, 
almost humorous giggle could be 
detected in every exchange of 
opinion and expression of ideas, 
revolving around the new financial 
crisis. Jitters—that was the word, 
descriptive of a condition which 
had over-night infected a city of 
eight million people. All this was 
happening and more, the morning 
of March 4. 

The afternoon of March 4, fol- 
lowing the inaugural address of 
President Franklin Delano Roose- 
velt, there was the step of Spring 
on Fifth Avenue and the jittery 
people of the morning had turned 
to an almost joyous population of 
the afternoon—if this is the crisis 
let’s go through it calmly. 

What is of importance at the 
moment to shoe men, concerns the 
business behavior of shoppers. 
Here was a new order of money 
business, which if it didn’t make 
men all free, at least it made them 
equal for the term of the duration. 
What was the reaction on the re- 
tail shoe business on the first day 
of “the new deal” where all the 
cards are face up and are dealt 
from the top of the pack ? 

Sak’s-Fifth Avenue had about 
its usual crowd. Sports shoes for 
Southern wear were being consid- 





of New Yorkers After Jittery Saturday Morning 


By GEORGE E. GAYOU 


Associate Editor 





HE Wise Shoe Co., New York, 

through Nathan Schoen, a mem- 
ber of the firm, related on late 
Saturday afternoon the story of one 
of their manufacturing sources who 
had not prepared for the emergency 
that had arisen and feared that the 
shoe-workers of this particular 
plant would be embarrassed unless 
cash could be provided. 

Mr. Schoen stated they had as- 
sured this manufacturer that The 
Wise Shoe Co. would be in position 
to assist this firm with sufficient 
cash to meet their payroll. 

“We do a cash business, and owe 
for shoes, so we feel that this is a 
splendid time for tanner, manufac- 
turer and retailer to give the fullest 
cooperation, which will strengthen 
these important units of the shoe and 
leather industry,” said Mr. Schoen. 





ered by a number of customers. 
There was the quiet, usual calm 
that pervades a department of this 
kind. Charge accounts were not 
disturbed, confidence seemed to be 
prevalent, and to the sales force it 
was just another Saturday after- 
noon, with halting business as clos- 
ing time approached. The new de- 
partment featuring $6.45 shoes, 
on the 7th floor of the store, was 
opened on Tuesday, March 7, as 
planned. No retrenchment, no de- 
lay in this forward policy of 
progress. . 

At the headquarters of one of 
the largest chain organizations in 
the shoe industry, whose January 
statement shows cash on hand of 
over $3,000,000, little concern was 
felt toward the safety of the bank- 
ing structure of America. “We 
need banking facilities and the 
only instruments of exchange, 
organized to provide a service that 









every business requires, are the 
banks,” was the statement of an 


official of the company. . . .“Just 
what effect the immediate emer- 
gency will have on our business 
would be to hazard a guess, but 
we are confident business will go 
forward,” he further states. 

Down the “Avenue” the I. Mil- 
ler store was normally active, the 
Hanan store was invaded with 
customers. Their usual charge 
business was going on without re- 
striction. The 427 Fifth Avenue, 
Cammeyer store, was not disap- 
pointed in the day’s volume. J. & 
J. Slater had a vigorous afternoon 
with buying during certain periods 
brisk. Charge accounts and some 
checks in limited amounts were 
cashed to accommodate customers 
well known to the store. 

With the closing hour approach- 
ing, the chain stores in the field 
below $5.00 were as active as on 
most Saturdays at the same time. 
An outstanding report came from 
the I. Miller 34th-Street store, the 
business was approximately $200 
more than had been anticipated, 
and this store had a good propor- 
tion of the chairs occupied in the 
late afternoon. 

It is interesting to note that 
Macy’s, whose entire business is 
on a cash basis, apparently suf- 
fered no effect from the bank-holi- 
day declaration. The same mill- 
ing mobs—crowded aisles—esca- 
lators jammed. It was just an- 
other shopping day with every 
purchase being made in cash. The 
second floor shoe department, 
where the high priced corrective 
shoes are sold, it was reported by 
the buyer and manager of the de- 
partment, Mrs. N. P. Nuyens, that 
they had experienced a very favor- 
able day in this section. 
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Designers Develop Interesting Inno- 
vations, Based on Simple Changes, 
to Impart Added Zest to 1933 
Sport Shoes——Smart New Patterns 
to Provide Sales Appeal 





, a simple idea will 
accomplish more than a complicated one in the styling 
of men’s shoes. A slight pattern change will often 
give a shoe an entirely different appearance. The two 
black and white sport shoes illustrated at the right 
offer an interesting example. 

Both shoes are cut on the same pattern and made 
over the same last, yet they have an altogether dis- 
similar look due to a change in detailing. In the case 
of the shoe on the extreme léft, the eyelet plug and the 
heel foxing overlap the quarter in the usual manner. 

A number of shoe buyers have objected from time 
to time to the over-emphasis of the contrasting color, 
when white and either black or brown were used in 
detailing men’s sport shoes. 

An Eastern manufacturer comes to the fore with 
the suggestion that the white of the quarters overlap 
both the heel foxings and the front stay inlays. Just 
a simple thought, in which the same patterns are used, 
but the result is a shoe having an entirely’ different 
appeal. Of course practically the same effect might 
be obtained, in a measure, by narrowing the eyelet 
stay, but the newness and the smartness would be 
lessened. 

According to this designer, white is naturally a 
“dead” material, especially on men’s shoes. It makes 
the shoe look larger on the foot, so when street sport 
shoes are under consideration, something that will 
give the shoes a lighter look will tend to make the 
consumer more interested. 

The black and white shoe to the right shows the 
result of change in overlapping. Looking at both 
these shoes, head on, the conventional pattern to the 
left looks heavy and pluggy, when compared to the 
one to the right. 

When comparing the actual shoes, it will be noticed 
that the shadows are different in the shoe which has 
the overlapping quarter. So there is no apparent rela- 
tionship between these styles, despite their similarity 
of pattern. 

[TURN TO PAGE 45, PLEASE] 


Novel Effects in Sport Detail 
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FABRIC SHOES 
FOR 
SUMMER COOLNESS | 


HE great importance of linens and cottons 

in this Summer’s costumes give the shoe 
merchant a new reason for featuring fabric 
footwear. Linen and piqué are the two stars 
of the sports mode. This feeling for crash 
and corded weaves is reflected in shoes for 
sports and general Summer wear. The shoes 
worn with the plaid outfit from Bergdorf 
Goodman are of linen mesh to echo the crash 
weave of the jacket. The two models in the 
lower picture are of Durene cottons, the first 
of Bedford cord, the second a novelty piqué. 


The gloves shown 

in the insert are of 

Lastex linen mesh, 

typical of the wash- 

able gloves that will 

be — promoted 
is 


Because of their flex- 
ible construction 
gloves of this type 
can be merchandised 
in three sizes, small, 
medium and large, 
and are therefore a 
practical item for 
shoe store selling. 
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Oxfords Score in Sport Shoes 


ITH perforations to give it 

lightness and airiness, the ox- 
ford is the leading model in sports 
footwear, dividing the honors with 
the wide T-strap sandal. All-white 
kid oxfords, according to reports 
from Florida, have accounted for a 
large proportion of resort business 
up to date. White with a touch of 
color has a smart but more limited 
appeal, and is at its best in shoes at 
the higher price levels. 








The two shoes photographed 

both have the scuffless ‘“Pyra- 

heel” that has especial value 
in Summer sport types. 


The wing motif on the all 

white shoe is typical new 

“massed” way of treating per- 

forations. In the shoe at the 

left, large perforations are out- 

lined with narrow bands of dark 
brown kid. 





College Men 


Like Sport 
Shoes Simple 


They Have Definite Ideas, Reflecting 

the Clannishness of the Campus, and 

Only Well Directed Advertising 
Can Change Them 


By JEROME J. SHOLEM 


Champaign, Illinois 


Flee in Champaign, on the 


campus of the third largest university in America, we 
have an unusual opportunity to catch a slant of the 
sport shoe business. 

In a college community where we contact customers 
from all over the Mid-West, as well as far distant 
points, we run across a peculiar cross-section of the 
so-called American college youth. His tastes and de- 
mands are generally the exact opposite of what he 
is supposed to wear. Most frequently, his tastes run 
into very definite negative ideas, and still more fre- 
quently his ideas are absolutely lacking in originality 
and follow the most simple ideas. 

The college student is self-conscious in his foot 
attire (afraid to start something different, afraid of 
being “razzed” at the House). Result: One student 
does what the rest do, and, like a bunch of sheep, 
they follow the lines of least resistance and don’t 
even think for themselves along style lines. 

To watch a class letting out on the University of 
Illinois campus is to view a parade of conservative 
black and white wing tip oxfords, and a few of the 
bolder ones, wearing all-over white plain toe ox- 
fords. You'll notice almost a complete absence of 
fancy type patterns, fancy perforations, fancy pink- 
ings, or any of the more decorative effects. Show an 
Illinois student a full wing-tip perforated brogue, 
and he'll give you the laugh and the “razzberry.” 
They simply don’t want ’em, and, despite the efforts 
of swivel-chair manufacturers, they just won’t have 
‘em, that’s all! 

A striking example of the various “flops” is the 
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JEROME J. SHOLEM 


Mr. Sholem not only operates the “Campus Boot Shop,” right on 
the “Illini” front door steps, but two other shoe stores in Cham- 
paign as well, Sholem’s Fashion Boot Shop and the Thrift Shoe 
Store. His viewpoint is therefore broader than that of just a 
campus shoe man. “Sholem’” is an old shoe name in Champaign, 
as the original store was founded there in 1872 by William Sholem. 


,’ 


recent so-called “beer shoes,” with its decorative in- 
scriptions and wise-cracks autographed all over the 
surface. Although heralded as “the big-hit” in col- 
lege footwear, it was one of the most definite “flops” 
of the ages. 

In fact, it didn’t even get started at Illinois. Here 


[TURN TO PAGE 44, PLEASE] 
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HAND TURNED 
OXFORD 











A f ; 12 OUNCES IN WEIGHT 
16 OUNCES USUAL WEIGHT 


NEW 





OF LIGHT WELT SHOES 


MEN’S 
SUMMERWEIGHT OXFORD 


by skilled specialists in men’s lightweight footwear 


The successful sale of the new summerweight shoe for men is 
predicated on the comfort derived from extreme lightness and 
flexibility. Both are qualities unique in hand turned footwear. 


Therefore, specialists in this type of footwear for over a century 
turn their skill to the perfection of a short line of summerweight 
oxfords for men. The features of this new line are a nine iron sole, 
steel shank and moulded counter for durability and shape retention. 
The line contains patterns both conventional and sports, including 
black and tan, in calf and kid, and white buck—both plain and in com- 
binations, as well as an unusual white linen pattern to be worn with 
the increasingly popular linen suit. 


Retailers anticipating the extra pair sales in this summer type shoe 
should write today for our catalog and samples. 


L-B-EVANS’ SON COMPANY 
WAKEFIELD, MASS. 
MAKERS OF EVANS STANDARD HAND TURNED SLIPPERS 


SSDIII PIII IY... KECK CECE 


When writing advertisers please mention Boot and Shoe Recorder 
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When writing advertisers please mention Boot and Shoe Recorder 
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— time is right for genuine economy—the public 
will welcome goods which give real thrift, and not 


mere shoddy cheapness. 


Because the time is right, because the iron is hot, 
Goodyear is striking again and again and again, with 
advertisements week after week in THE SATURDAY 
EVENING POST, LIBERTY and COLLIER’S. 


These advertisements tell the economy of Goodyear 
Wingfoot Soles — tell how they save shoe bills by 


making shoes last longer. 


Any customer will appreciate that kind of thrift. This 
is a story which certainly helps you sell shoes which 
have Goodyear Wingfoot Soles. 


NGFOOT SOLES 


NO MARRED FLOORS! 





When writing advertisers please mention Boot and Shoe Recorder 
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How to Plan It 





Important in the promotion of 
National Foot Health Week, April 17-22, is the 
full cooperation of the newspapers in your com- 
munity. This is necessary to arouse the interest 
of the people and place an emphasis on the cam- 
paign being waged by shoe merchants in dedi- 
cating this period to the service and fit of 
“purpose shoes.” 

The leading stores should organize a coopera- 
tive newspaper advertising campaign, planned 
to include the names of stores that do a serious, 
intelligent, fitting job and offer the customer 
something besides price appeal. 

This opening announcement should be a full 
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‘ the first message a constructive one, a human 
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Retail shoe stores everywhere featured Foot Health Week in 
last year. 





One pair of feet 
must last a lifetime 
TRAIN THEM RIGHS 
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Health Week 


Promotion 


@ 
How to Secure It 


In this cooperative effort, work with the newspaper 
in developing the right kind of copy. From their 
advertising experience, they can design an advertise- 
ment that will launch the Foot Health campaign in 
a startling manner. Quality and fit are the two fea- 
tures to stress. Today you can get a price for shoes 
that have something on the inside, in addition to out- 
side appearances. You might apply a similar meas- 
uring stick to salesmen. They must have an experi- 
ence based on jioot knowledge and fitting.- An 
appreciation that all footwear is not made equal—in 
spite of the free translation that is placed on many 
pairs of shoes in advertising and promotion. 

There’s force and suggestive selling in the coop- 
erative appeal. The coordinated effort of a group of 








‘Furless Coats, Accessones; et 
| Foot Health Week Has ey ~— 
| Fashion AU Lined Up 

4s au Influential Aly 











Above is a shoe fashion and foot health promotion newspaper feature 
from a Milwaukee paper showing the cooperation merchants of 
that city receive from the press. 


i “FOOT HEALTH WEEK 


FOR’ ALL = asada’ 








Today, April 18 
To April 23d. 


Be Heath WALK! 
Bring Your Foot-Comfort 2) 


Problems To These Merchants 








Pe Math Lae sector, 
All here Wiltek By Xing the Portes Wing 
Peprbemecd Saicgnaon Vs Sere Fim Bettas 


M. Myers & Son 
Street 











. | Root Trouble CAN be Prevented by Weaving 
The RIGHT Sise and Style of Fawtwear 





New Haven shoe merchants last year did an exceptionally good job 

in promoting National Foot Health Week cooperatively. The above 

advertisement was one of the full page newspaper broadsides used in 
the campaign. 


merchants is a convincing argument that the spirit 
of competition is friendly and that individuality is 
secondary in consideration to the customer’s welfare. 

This full-page blast will not go unnoticed by the 
reading public and merchants should time their indi- 
vidual store advertising with the cooperative effort. 
The more stores stressing National Foot Health 
Week, the better the results. More can be gained 
from a consolidated approach to the promotion, rather 
than the individual plan. More stores participating 
in the campaign, building a community consciousness 
in the promotion will produce greater results. 
The opportunity is for all and the buying impulses 
developed ‘by this nation-wide push should reflect fa- 
vorably into all stores. 

Identify your individual ads with a Foot Health 
Week line or reproduction of the slogan or symbol. 
It will increase the effectiveness of this particular 
appeal and the impact of the general campaign will 
do much to drive sales into participating stores. So 
much for newspaper cooperation on the part of the 
shoe man. 

In your deliberations with the newspaper for the 
full page cooperative ad, which will be paid for by 
merchants, insist that the newspaper go along with 
the movement of National Foot Health Week, in an 

[TURN TO PAGE 40, PLEASE] 
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HE Ewnpicott-JoHNson Corp., world-famous manufacturers of footwear, puts 
the power of THe AMERICAN WEEKLY to work “To MAKE MORE 
SALES” for retailers. ‘This company starts a national campaign on its new 
product—“Standon”—with a full-page advertisement in full color in the 
March 26th AMERICAN WEEKLY. See the opposite page for details. 


MAKE MORE SALE 


ANY of the biggest companies ad- 
vertise in THE AMERICAN WEEKLY 
because it carries their selling messages 
to the greatest audience of consumers 
in the world. 
Display their goods on your counters 
and in your windows. It pays! 
THE AMERICAN WEEKLY Sells their 
wares, the goods you stock, because its 


more than 5,000,000 circulation is so 
far-reaching that it goes right into one 
out of every five homes in the United 
States and produces the business. 

Feature the products advertised in 
THE AMERICAN WEEKLY, and make its 
readers your customers. Many of them 
live in your own community and have 
money to spend in your store. 





What is The American Weekly? 


The American Weekly is the largest magazine in the world. It is distributed through 
17 great Sunday Newspapers. In 558 of America’s 995 towns and cities of 10,000 
population and over, The American Weekly concentrates 70% of its circulation. 

In each of 136 cities, it reaches one out of every two families 

In 105 more cities, 40 to 50% of the families 

In an additional 153 cities, 30 to 40% 


In another 164 cities, 20 to 30% 


... and, in addition, more than 1,750,000 families in thousands of other communities, 
large and small, regularly buy and read The American Weekly. 
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WEE TELLING 
AMEHILA 


i 


HE big news breaks on March 26 with 
| © full pages in full color in the American 
7 Weekly and leading Sunday newspapers. A 
nation-wide coverage will be reached by 
dramatic, compelling, vigorous advertising. 
Over 7,500,000 families will learn of the 
tennis shoe sensation of 1933. The ONE 
and ONLY patented canvas rubber-soled 
footwear with a genuine leather insole. The 
STANDON construction that makes all 
other types out-of-date. 

Prepare! Stock up NOW for a vast con- 
sumer demand. The only tennis footwear 
that reduces sweating g and smelling, and 
prevents burning feet. March on to profits! 
Cash in on this campaign that will reach 
vast multitudes. Don't be caught with only 
old-fashioned types that may be difficult 
to sell. 


ENDICOTT- JOHNSON 


™~*? ANDO 


“STANDON" Trademark 
stamped on insole. None 
genuine without it. 


“STANDON" genuine 
leather insole made by 
secret tanning process. 


“STANDON" leather in- 
sole stitched into position. 
Patented construction. 
U. S. Pat. No. 1,753,872. 


Here is the perfect tennis shoe conceived, developed, perfected, and 
patented—U. S. Govt. Patent No. 1,753,872—by one of the world's largest 
tanners of leather and makers of shoes. 


NOTHING TAKES THE 


PLACE OF GOOD LEATHER 
FOR INSOLES /! 
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Under the Big Hat in Washington 


Sidelights on News in the Making 


of Interest to Every Business Man 


No one spot on the face 
of the globe is going to be more in the news than 
Washington in the next few months. We propose 
to give the news behind the news, so that the mer- 
chant may be the first one informed as to political 
happenings and their influence on business. 

A new administration goes into office with every 
man, woman and child in America waiting for gov- 
ernment to lead the way to some practical solution 
of the depression. 

* * *K 

First, inauguration as a social function, was made 
a very pleasant event—for the merchants of Wash- 
ington enjoyed good business in anticipation of a so- 
cial season and the new jobs to be had. 


* * * 


Postmaster General Farley, who received the ap- 
pointment, with which all successful presidential can- 
didates pay off their campaign managers, will see to 
it that deserving Democrats get the jobs. Let’s hope 
the Republicans have built up reserves to tide them 
over. 

* * *K 

Secretary of Commerce Roper will find that his 
job will be largely liquidated. President Roosevelt 
is said to regard the Commerce Department as a sec- 
ondary post. You see, it deals mainly with business 
houses. Mr. Hoover made it a stepping-stone to the 


presidency. If the foreign trade functions of the 
Commerce Department are given to the State Depart- 
ment, then you are likely to see the division whose 
job is to deal with business sliced down to a match 
stick. 
°* 2 

There has been considerable private grumbling 
about the Cabinet. You always get that. There 
would have been moaning even if ten of the original 
apostles had been available. Some are still pining for 
Owen Young, Melvin Traylor, Newton Baker, A! 
Smith and Albert Ritchie. All in all, it stacks up as 
a Cabinet at least equal to average. 


* * x 


Formal cloth top button boots will be less impor- 
tant in the Roosevelt reign. Trouble has torn the | 
Roosevelt secretariat already. There can be no peace | 
in the new Administration until someone decides 
whether there should be black braid on morning coats. | 
That question was raised by the inner Roosevelt 
circle which always likes a good joke at the expense 
of Louis Howe. 

Probably at the behest of Mr. Roosevelt himseli, 
they have called Howe several times each day, point- 
ing out that he could not get into the White House 
in the clothes he usually wears. For the benefit of 
those who do not know Mr. Howe, his prominence 

[TURN TO PAGE 46, PLEASE | 
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if sees eeeaeweewes ° 

Arch Preservers sell like this in 196 stores over 
a period of eight weeks (Oct. I-Nov. 30, 1932): I 
Total pairs sold } LETT ‘4 
Total number of new customers a ERS 

| ir sal SEG 
Total two-pair sales >” SHOP 2 
Total three-pair sales nee u 8 sar ossice 
Total four-pair sales 


What a Record 


they will make this spring and summer, especially 


those made of OHIO'S 
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ae For the Stylist 


The Marny, an Arch 


for fe Preserver model in 

Al ‘ bal neagong pel Wash Calf. a fi d liah tah . . . 

as | pletely through lining; Was — : - ye an ! ig : ae is eo ap a 
available from stock ing a distinctive style result, whether it be me icity _ “ -—e e alas 
pa pump, or the background of beauty for tailoring details, stitchings, pin- 
AI, Sn tucking, or perforations, in step-ins or sandals. 

Or- Portsmouth, Ohio 

the | To these features of salability of smart footwear, Washette also brings 

Ac’ Be ae another: Tell your customer while being fitted, "You clean them simply 

by giving them a soap-and-water facial." 

Ets. 

elt Se oe WASHETTE CALF is soft, supple, shape-holding. Has a fine grain with 

ase chose tite spring ond tight break. Friendly to tender feet. Marvelous in the white. Comes 
larger number of pleased also in all the modish style shades. 

eli, patrons of your store. 


Ouro Leatuer Co. 
7 GIRARD OHIO 
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PEOPLES 


Mase Leibowitz 
of the M. and L. Shoe Store, 
York, Pa., distributes a card about 
twice the size of an ordinary post- 
card, saying: 


CHEAP SHOES MEAN CHEAP 
MATERIALS, CHEAP WAGES 
AND CHEAP LABOR 


QUALITY IS STILL A BARGAIN 


AND THERE IS NO SUBSTI- 
TUTE FOR QUALITY 
Dear Customer : 

It has been 19 months since we had 
the pleasure of fitting you with a pair 
of shoes. Time moves swiftly, doesn’t 
it? True, we have all been sorely tried 
during these difficult times we are now 
going thru. With incomes and wages re- 
duced it behooves all of us to spend our 
money wisely. Our shoes prices have 
been revised. A year ago we announced 
lower prices and better quality and 
NOW our values are still better. To- 
day we can give you smart styles and 
better quality and fit you perfectly, too, 
for $2.95 and $3.95. 

Right now thousands of our custom- 
ers still testify as to the merits of M. & 
L. footwear. They meet the wear and 
tear that you have a right to expect only 
of good shoes. Whenever you buy shoes, 
don’t buy cheap shoddy footwear that 
only looks good—Buy good footwear, 
—your feet will know the difference. 
This store that has served you in the 
past will welcome a visit from you 
whether you Buy or not. We still have 
the Same Clerks, the same good fitting 
service. May we see you soon? 


Cordially yours, 
M. AND L. SHOE STORE 
He plans to release a similar 
card every four weeks with a 
change of copy to stimulate cus- 
tomer interest. 
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On the reverse side 
of his business card Matthew A. 
Condon, Charleston, S. C., shoe 
man, has the following printed: 
THIS CARD ENTITLES THE RECIPENT 
TO MEMBERSHIP IN THE 
“GOOD MORNING CLUB” 
DUES ARE 
“ONE SMILE A DAY” 
The Purposes of the Good Morning Club are: 


“To say ‘Good Morning’ to everyone from the 
ashman to the president of your bank.” 


“To start and finish each day with the ‘Good 
Morning’ spirit.” 


“To say it with a smile.” 
“To keep on saying it 365 days in each year.” 


From what Brother Condon 
says, this is a most effective bit 
of goodwill advertising. Many 
other business men have asked 
that they, too, might reprint this 
on their own cards. Permission 
is, of course, always granted. 

He tells me, too, that whenever 
he goes to market, he sends hotel 
post cards back home to all his 
mailing list with some terse little 
phrase like “Here to select Spring 
Footwear. You will be charmed 
with the new colors and styles. 
Regards. M. A. Condon.” 


Pp Ossessing an 
inquisitive sort of mind when it 
comes to things pertaining to the 


operation of his shoe department 
has caused Marcus McWeeney, 
who manages the shoe department 
in the Kennedy clothing store, 
Boston, to hit on an ingenious way 
of thanking those who do him a 
good business turn. When a new 
customer makes mention he was 
sent in by Mr. So-and-So, Marcus 
at once makes note of the fact. 
Before another day has rolled 
around, either a nice little note is 
in the mails thanking Mr. So-and- 
So for his courtesy, or a personal 
telephone call has been made. In 
the case of a letter, a couple of 
extra business cards are enclosed, 
so that the good work may be con- 
tinued. 


Atter an apprenticeship 
of a full generation with such 
firms as Coward and Lane Bryant 
in which he not only sold shoes, 
but designed patterns, whittled out 
lasts and fashioned special arch 
shanks and other like features, I. 
Arnstein has settled down in his 
own retail shoe store on West 
Thirty-ninth Street, New York 
City. 

For three years, he has de- 
veloped as sweet a business as one 
could ask for, and all around the 
one theme of “We do not sell 
shoes—we fit them—then the cus- 
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tomers troop back, bringing their 
friends.” 

There are over 12,000 names of 
customers on store’s list, with fully 
85 per cent of them classed as 
“active.” That is a good record 
for a store three years old having 
a sales force of three people. 

Arnstein believes in sticking to 
one brand or source of supply, for 
he points out that with 85 per cent 
of his trade buying staple types, 
he is making money through his 
dependence on the factory in-stock 
service. 

Good shoes properly fitted cause 
nearly all his customers to recom- 
mend the store to others. That he 
points out is the reason for the 
steady increase in pair sales. There 
are never arguments over a shoe 
fitting properly. Should the cus- 
tomer raise a question, a new pair 
is fitted and the experience is 
charged to advertising. This treat- 
ment backed up with consistent 
advertising is paying good repeat 
sale dividends, Arnstein says. 





Mare than 200 


pairs of women’s galoshes sold in 
less than a week. Such were the 
striking returns brought the Best 
Shoe Co., Denver, by a novel ex- 
terior display. 

In the center of the store en- 
trance, just inside the sidewalk line, 
was placed a specially constructed 
wood stand with three galoshes on 
it. They were shown on a piece of 
bright colored velvet to provide a 
proper color contrast. The display 
was accompanied by a conspicuous 
price card. 

The fixture merely consisted of 
a square wood column with wood 
half-circles nailed on top and 
bottom. It was made at a very 
small cost by regular store em- 
ployees. 

Located as it was almost on the 
sidewalk, the display was so con- 
spicuous as to come to the atten- 
tion of a majority of passing 
pedestrians. 





A definite publicity 
campaign on reptiles is being 
planned by the I. Miller Chicago 
store, A. Silverman tells me. 
Newspaper copy is designed with 
a definite dramatic appeal to the 
high class trade that patronizes 
this store. The first ad tells the 
following story : 


The Parents 
of these 
Snakes and Lizards 
are very proud of the fact that 
their off-spring 
have children to adorn 

I. Miller 

Beautiful Shoes 


The window is set up with hand- 
some shoes in reptiles. These in- 
clude ties and pumps both in all 
reptile and in reptile combined 
with kid. Black in combination is 
very striking in various models. 
Some handsome models in brown 
and reptile are also shown. The 
display takes care to show the same 
shoe at various angles in the win- 
dow, Mr. Silverman pointed out, 
so that the window shopper can 
get a complete view of what’s 
what. A display card announces: 


Genuine Python 
Java Lizard 
Water Snake 


Bags to match are carefully 
selected and displayed also. 





th value of the 


customer who has been trained to 
buy a quality grade shoe to the 
store that has served him is amply 
proved, according to the Dr. Reed 
Cushion Shoe Shop in Detroit, by 
the way customers have remained 
during present times. Reports 
from this store show no drop off 
in the total number of customers, 
as judged by the number of live 
names upon the books of the store. 
Carrying an account, even though 
cash business is the rule, for rec- 
ord purposes, enables a close mer- 
chandising check to be made and 
shows just what is being sold. In 
addition, the value of the list for 
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advertising purposes is very obvi- 
ous. 

The number of customers has 
remained about constant, accord- 
ing to this store manager, but the 
gross sales have obviously 
dropped. The customer who 
bought three to four pairs of shoes 
a year is now satisfied with half 
this number—and able to get along 
with that few pair by continuing 
to pay about the same price for a 
quality shoe. Customers econo- 
mize in volume of buying, but they 
will stick to quality merchandise 
when it has once been sold to them 
adequately. 





U, front in the 


windows of the Adler stores is a 
group of shoes for the, college 
boys. This very timely window 
card tells a good story :— 
“Brogie $5.00 

The College Bred Brogue, born 
and brought up on the campus of 
the various universities of the 
country, built with the thought of 
comfort and durability for the man 
who likes lounging comfort with a 
smart look.” 





te manager and salesman 
of the Thom McAn Shop, 405 
Fourth Street, Louisville, Ky., be- 
lieves in using the information they 
find in THe Recorper. The Jan. 
7 number of the Boor AND SHoE 
RECORDER and a consignment of 
service leather shoes arrived the 
same day at this shop. On seeing 
the page displaying the new styles 
in service shoes for women, the 
manager promptly cut out the page 
and made a window card of it, dis- 
playing it beside his shoes in the 
window. Another page was used 
in the same way in an inside dis- 
play case. Salesmen said they made 
numbers of sales of these shoes 
by showing the customers these 
pages of the latest styles as fea- 
tured by a national magazine. 
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TWO EGGS MAY 
LOOK,OK' BUT — 


NO DOUBT EXISTS 
WHEN THERE'S 
EVIDENCE OF QUALITY 


Experience shows that profitable trade is acquired 
by the sale of products bearing marks which the 
public recognize as “evidence of quality”. An incon- 
ceivable amount of business may be lost through 
failure to capitalize the potential benefits in offering 
the public branded goods. Because the Kistler 
“BENCH BRAND” mark on shanks of shoes bot- 
tomed with this wear-resisting and moisture- 
resisting tannage, will conform to the public belief 
in branded products, it is not difficult to picture the 
profit in having it there. 


KISTLER BENCH BRAND 
SOLE LEATHER 


starts with the choicest of choice hides. The process 

of tanning is carried forward for months until every 

fibre of leather substance has “working quality” and 

“wearing quality”. Then, from that part of the side 

known as the “best part”, a section is cut that merits 

the mark “BENCH BRAND”, Nothing is added to 

influence weight, water-resistance or thickness. 

Dress, sport and heavy-duty shoes are bottomed 

with “BENCH BRAND” leather. We invite whole- 
sehertine at ile chant wep salers and retailers to write for the names of shoe 
part used for KISTLER manufacturers using it. “Don’t pay the penalty of 


“BENCH BRAND” SOLES 
is about 13% of the whole side poor sole leather”. 


KISTLE LEATHER COMPANY 
BOSTON:MASS: 
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By PAULINE MORGAN, of Amalgamated 
Leather Companies 


My contacts in the past few 
weeks have been with the retailers of the Middle 
West and Middle South. In these sections I find 
that the one or two eyelet tie is the all-important shoe. 
It seems to satisfy the pump customer and the oxford 
customer at the same time. It’s a perfect type to fit 
the new Spring suits because it is simple and tailored 
and yet has that little touch of sauciness and femi- 
ninity (especially with a crisp ribbon bow) that saves 
it from being too severe. 

Navy blue is the most successful color in the stores 
I visited. I believe it will carry on for some time 
because of the navy blues in prints, which promise 
to be so important for the Summer. In some of the 
larger stores retailers are doing a good business with 
brown. It’s a “big city” choice for Spring. The 
acceptance of the gray has been striking. We are 
planning to feature our Amalco leather in gunmetal 
as a trimming for the new dark gray kid we are in- 
troducing in early Fall shoes. I find retailers recep- 
tive to the idea. This gunmetal color fits in well 
with the “eel gray,” sponsored by the French cou- 
turier Schiapparelli, whose influence on- fashion is 
particularly important right now because of her visit 
to the United States and the striking success of her 
last collection. 

The importance of beige shoes as a volume proposi- 
tion is still a question, and while beige ready-to-wear 
is being featured in the store windows, both in the 





White is opening early on the coast and 
middie south. White’s the big story now 
in Florida. Gray has been brisk generally. 


Reptiles, suedes and smooth leathers. In this interest in tailored shoes. The 

“trouser” publicity has helped it on. Also 

watch the influence of new “economic” 
sports like bicycling and roller-skating. 


Texas gray shoes are being worn in place 
of beige. Beige so far slow in acceptance, 
though already good in corrective types. 


Four of the Fashion Advisers for Prominent Leather Firms, 
Just Back From Observation Trips, Sum Up Their Findings 


As Told to RUTH HARRINGTON 


oR: a ee enna en nee ee 
Strong feeling for “boyish” shoes, with 


lower heels, tailored details, sturdy leathers. 
The tailored vogue in clothes accounts for | good. Kid houses featuring grained goat- 





Boot AND SHOE RECORDER 
combining THE SHog RETAILER, March 11, 1933 


South and the East, brown accessories are exploited 
as a smart accent for the costume. Some of the re- 
tailers, too, are somewhat anxious as to how many 
colors they will sell, due to the volume of white which 
promises to make an earlier advent than usual. 


By RHEA NICHOLS, of Allied Kid Company 
The most striking thing | saw 


on my trip (it was a swing from Chicago down to 
Texas, through Florida and back to St. Louis) was 
the success of the gray shoe. Down in Texas, the 
big beige country, the girls are going in for pale 
gray kid shoes, This gray development is very in- 
teresting. We must think about it again for Fall after 
the White Season is over. We are in a gray cycle 
and it isn’t finished yet. This selling of gray points 
a moral too. .. . People will buy a novelty. That is 
why I am also impressed with the sales possibility of 
the 60/40 shoe. We've got to make shoes look dif- 
ferent. Otherwise women will wear their old shoes. 
I found the most up and coming retailers saying just 
this “give us shoes that look new.” 

Probably you’ve heard about the riding boots in 
Texas. All the little girls wearing high stiff leather 
boots with their regular clothes and nowhere near a 
horse! That’s a freaky fad of course, but it is just 
another evidence of this tailored thing that is coming 
in shoes. Tailored treatments are all-important. We 
are making a “Heather Goatskin” which is the Kid 
Tanners answer to the boyish fashion trend. 











Watch sturdy leathers. Swagger Brown 
Calfskin excellent in season. “Service Calf 


skin to fit in with boyish idea. Stitching, 

tucks, English welting and other treatment 

of surface used to give this more substantial 
look. Rounded toe last gaining ground. 
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By RUTH KERR, of Calf Tanners Association 


[, the course of my trip 
(through the Middle West and to St. Louis) I was 
especially impressed with the acceptance of the com- 
bination shoe. The REcoRDER calls it the 60/40 shoe 
and that name has been taken up by the trade. It is 
the shoe with the two almost equal areas of contrast- 
ing color or material. The 60/40 shoe has been sell- 
ing in the high fashion shoes in St. Louis and Chi- 
cago and these merchants believe in it strongly for 
future development. They are selling it now in blue 
and grey, black or blue with white, some brown and 
beige. They are talking about it in darker grey and 
black, particularly, for Fall. And in two leathers of 
the same color, such as patent calf or kid with suede. 
Of course this shoe is harder to merchandise than 
the one-color shoe, but the stores successful with it 
now are pointing out that it can be worn with a num- 
ber of costumes—a blue and gray shoe for instance 
will go with a blue costume, a gray costume, a printed 
outfit. It is a versatile shoe if you handle it right. 
It is one of the newest thoughts we have to offer. 


Another important note—the 
boyish shoe. Let’s call it “boyish” not “mannish.” 
Because the tailored clothes that are selling well have 
a youthfulness and boyishness about them that isn’t 
really mannish at all. It’s an extreme—this Holly- 
wood trouser business that has been going on in “the 
out-pants” of Los Angeles! The thing that is going 
over is the crisply tailored suit with softer touches and 
accessories. I found retailers everywhere interested in 
“boyish shoes.” They have been selling little tailored 
ties. Swagger brown has had the best season in years. 
They have been doing well with service calf. .Low 
heels have been strong everywhere. Heels are some- 
thing to watch. I believe that a great deal can be 
done in styling heels for next season. I think stores 
could display these shoes in windows featuring the 
heels. 

The important thing in shoes today is “treatments, 
not trimmings.” We are coming into a style era that 
will be as tailored as the-last one was feminine. And 
the new treatment of shoes will be more tailored, 
bolder, crisper. We use to talk about “airy, dainty” 


[TURN TO PAGE 45, PLEASE] 


The 60/40 shoe is developing 
considerable strength in Chi- 
cago, St. Louis and big Texas 
cities. Expected to go much 
further for fall. Now shown 
chiefly in. gray and black, gray 
and blue, beige and brown, black 
and white and blue and white. 


By ELIZABETH AMBROSE, of New Castle 
Leather Co. | 


Everywhere I went (from 
Chicago to the Coast, through the Southwest and 
back) retailers were asking “What about beige? 
When will it begin to move?” Since my return I have 
heard from several of these stores that beige is start- 
ing to sell. Its season will be short. We expected 
that. Its volume cannot be very great this year with 
gray, blue and brown in competition. But the impor- 
tance given to beige in Spring clothes should have its 
reflection in beige footwear, when beige costumes 
come on the scene just as gray shoes followed the 
ready-to-wear vogue for gray in Mid-Winter. In the 
corrective types, I understand that beige has been do- 
ing well and corrective types account for no small 
proportion of shoe business today. 

With all this trouser excitement I made a special 
point of going to Hollywood this trip. Lunching on 
the M. G. M. lot one day, I saw plenty of “Extras” 
in navy blue slacks (which were not “slack” at all 
around the hips). A couple of days afterwards two 
girls came into Bullock’s in raincoats with bright 
ted and green flannel trousers. Pretty terrible! As 
a general fashion trousers don’t mean a thing except 
for resort wear. But tailored clothes and tailored 
shoes do mean a lot. 

More important than all the trousers in Hollywood 
are the bicycles all over the coast. You find bicycling 
done as a sport in the South this year but in Cali- 
fornia it has gone a great deal further still. I found 
the wheel giving the automobile some real competi- 
tion as an “economic” way of getting places. Down in 
some sections of the South they are roller-skating too. 
Not just the children but the grownup younger set too. 
This is going to be reflected in shoes. No doubt of it. 
Watch the bicycle and roller-skating craze. 


I was interested in seeing 
the development of the tucking idea which I saw first 


a year ago at Pinet’s in Paris. It was at that time 
their biggest shoe for the Riviera season. It had, I 
felt, great possibilities as a follow-up on perforations. 
All treatments that tend to give the shoe surface in- 
terest are important. This breaking up of the surface 
also has a tendency to make the foot look smaller. 
Retailers are finding women want their feet to look 

[TURN TO PAGE 45, PLEASE] 


Punched shoes are volume sell- 
ers everywhere. Tucking the 
new thought in trimming. In 
models one and two eyelet ties 
leading types for street. The 
T strap sandal strongest in 
sports and good in slenderer 
treatments for formal wear. 
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editorial tie-up. Other papers over the 
country have extended this help in de- 
veloping the campaign. The newspa- 
pers should be willing to work up 
stories on the advantages of foot health, 
to be used as features on the women’s 
page. 

In addition to the women’s page fea- 
tures have news stories frequently. 
This can be the work of the commit- 
tees, any concentrated effort on window 
display, contests, and radio features. 
Constant hammering away at the idea 
will keep the interest growing, so take 
advantage of every publicity opportu- 
nity. 

One of the best National Foot Health 
campaigns conducted in 1932 was that 
planned by New Haven, Conn. It was 
in charge of R. E. Hegel, secretary, 
Retail Division, The New Haven Cham- 
ber of Commerce, who says: “Last year 
our Shoe Dealers Council took an active 
interest and part in promoting the week 
in New Haven. Cooperative pages were 
run in the local papers. In addition, 
each store gave its own story of foot 
health in its advertising. The stores 
participating distributed pamphlets and 
editorial material on foot health and 
newspapers ran daily editorial and news 
stories during the week. The material 
that was distributed was issued by the 
Committee for the Promotion of Foot 
Health. 

In handling the foot health promo- 
tion, the best resource to make it a 
success is your own,intelligence and 
experience. Apply your sound mer- 
chandising and advertising sense to the 
planning and promoting for prestige 
and profit. 

While the radio is a new instrument 
of publicity and promotion, for arous- 
ing an interest in your community 
nothing is quite so effective. You can 
have a number of spot announcements 
of 20 to 50 words broadcast during the 
hours when this time can be bought 
reasonably. Also arrange to have some 
well-known medical man read a paper 
on the importance and care of the feet, 
stressing, of course, the necessity of 
properly fitted shoes. 

The Walk-Over Boot Shop, Tulsa, 
Oklahoma, uses air facilities to broad- 
cast a program that places an empha- 
sis on foot health. For those who are 
interested in using a similar idea, we 
print one complete program, as used 
in the broadcasting studio: 

Theme: (Soldiers Chorus from 
Faust—Victor record.) 

Announcement—Five minutes with 
Walk-Over and World’s Marching feet! 
(Short pause). Good evening, ladies 
and gentlemen: “The WALK-OVER 
BOOT SHOP, located at 508 South 
Main Street, Tulsa, again brings you 
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National Foot Health Week 


[CONTINUED FROM PAGE 29] 


an interesting discussion on foot health. 
The Walk-Over Main Spring Arch 
Shoe and the Proper-built shoe for 
children. Mr. F. L. Hower, head of 
the Walk-Over orthopedic shoe depart- 
ment, speaks to you today on your foot 
health and foot health from the stand- 
point of the growing child. The Walk- 
Over presents Mr. Hower. 

Mr. Hower: “Today let us pause for 
a moment in our foot health discussions 
for men and women and ponder over 
an analysis of children’s feet recently 
made by one of the leading clinics of 
the world. The deductions of the repu- 
table orthopedic surgeons making the 
examinations disclosed that over 72 per 
cent of the children had weak feet. 
Here are some of the ailments found 
by these doctors, and due, in large 
measure, to weak feet: Pronation, or 
tipping in at the ankle; pigeon-toed, 
pain in the knee; pain in the small of 
the back; knock knees; bow legs and 
uneven shoulders. In days gone by, 
Mother Earth herself saw to the proper 
development of the feet. Never would 
these little feet pound against such un- 
yielding surfaces as hardwood floors, 
asphalt streets, cement walks, or even 
clay playgrounds. Her springy, invit- 
ing face, alone, was ample support for 
normal foot growth. 

“Youngsters today, however, are not 
so fortunate in having her friendly and 
cushioning support, but must combat 
the insults and injuries inflicted by 
present day footing. This is the price 
we pay to progressive enterprise. It 
cannot be denied, it cannot be changed, 
but it can be corrected through the aid 
of your physician, along with perfect 
fitting, scientifically designed and con- 
structed shoes that lend poise to the 
body for permanent foot protection. 

“At the instigation of several local 
physicians, baby specialists, and bone 
and joint specialists, the Walk-Over 
Boot Shop in Tulsa has stocked Blank 
shoes. Blank shoes are truly the cor- 
rect shoes for growing feet. From the 
first steps on, these sturdy foot-health 
builders protect the feet and hold them 
in the correct growing position. In 
them the ankles are filled out, the 
arches are supported and the foot is 
held in the position nature intended, at 
the same time affording ample room 
for growth. 


Doctor’s Testimonial 


“A few days ago in a conversation 
with Dr. C. E. Bradley, a recognized 
child specialist of this city, he said to 
me: ‘In the last few years, foot trou- 
bles in children have been on the in- 
crease. The percentage of pronation 
and weak foot conditions is really 
alarming. In my examinations of chil- 









dren, I pay as close attention to the 
condition of their feet as I do to the 
eyes, ears, or any other part of the 
body.’ Such a statement, coming from 
Dr. Bradley, cannot fail to impress 
even the most thoughtless with a sense 
of the deep responsibility as to the fu- 
ture welfare of children’s foot health 
and its relation to general body health. 

“The basic principles built into 
Blank shoes have long since been used 
by orthopedic surgeons in caring for 
these ailments so common to growing 
feet, but only with the advent of Blank 
shoes could such a shoe be obtained as 
a finished stock product. Do not mis- 
understand me; Blank shoes are not 
presented as a universal cure-all for 
the many various foot and bodily ail- 
ments prevalent today. Neither are 
they corrective shoes in the sense that 
they should be worn only on abnormal 
feet. Rather, they are shoes to keep 
the normal foot well, and to train the 
abnormal foot to proper growth. ‘The 
makers of these shoes have not sacri- 
ficed style in building these correct 
shoes. The most dressy patterns are 
obtainable. Mothers, if your child has 
any symptoms of weak feet, see your 
doctor for a general check-up, then fit 
those important feet with Blank 
shoes.” 

Announcement: (Music begins softly 
to swell at finish.) 

Ladies and gentlemen, you have just 
heard a foot health discussion, pre- 
sented by the Walk-Over Boot Shop, a 
home-owned and operated institution, 
located at 508 South Main, Tulsa. A 
booklet, “If She Were Your Child... .” 
is yours merely by calling the Walk- 
Over, or, if you live out of the city, 
write the Walk-Over Boot Shop, Tulsa, 
and it will be sent to you. Remember, 
next Sunday evening, at this same 
hour, the Walk-Over Boot Shop will 
present the next in this series of Foot 
Health talks. Listen for it. 





Two-tone Sandals Are New 


Cuicaco—At O’Connor and Gold 
berg’s Madison Street store, one win- 
dow is showing a display of “two-tone 
sandals.” These are in black patent 
leather and grey and in brown with 
beige. They are all in the wide 
T-strap. 

Another window has an all-patent 
leather display. Handsome silver ani 
rhinestone buckles are shown on somt 
of these pumps. 

Some bags in grey, parchment ani 
black patent leather have huge. double 
balls as fastenings. They are priced 
at five dollars. 
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. H. ALDEN CO. 


DESIGNERS AND MAKERS OF MEN'S FINE SHOES 
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Dyer & Hatt, Inc. 


MANUFACTURERS OF 


Quality cS | Sow {a 


AUBURN, MAINE 


TO OUR CUSTOMERS: 


It is most fitting at this time that 
we notify all of our trade that this Company stands squarely 
behind the President in his efforts to bring about the new 
deal which comprises sound business, work for all, better 
times for our country. 


Our faith in the quick establishment of 
normal business can be no better shown than by the fact that 
the Spring and Summer lines of Dyer & Hall and Cinderella 
Shoes are the longest and best styled in our history. 


Prompt in-stock service will be of the 
utmost importance to you, and every other shoe retailer, 
during the coming season, and we are still-further expressing 
our confidence in the future by stocking more shoes 
than ever before. 


Hoping that this action on our part will 
be of assistance to you in taking advantage of improved 
business conditions as they develop, we are, 


Cordially yours, 
DYER & HALL, INC. 


By APA ND A902. 


President 
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we have close to 6000 male students, 
and there weren’t half a dozen pairs 
worn on the campus. “Aw, that’s 
Freshman or high school stuff,” was 
the most frequent comment. These 
much belabeled shoes are an insult to 
their egotism and “super-intelligence.” 

Had shoe manufacturers shown the 
foresight to have withheld this style 
until early Spring, to be introduced 
right at the end of the Winter season, 
these buff-colored rawhide or mulehide 
finished trench-oxfords might have had 
a chance, that is, minus their inscrip- 
tions and decorations. This style also 
had a splendid opportunity to hook up 
with men’s corduroy trousers early last 
Fall, if introduced then and coordi- 
nated in the style picture with the 
popular college “corduroy cords” in the 
medium lightweight shoes. 

Until the manufacturers of shoes 
wake up some day and realize that the 
calendar, and the weather in particu- 
lar, controls and dictates the style de- 
mand in shoes, there never will be an 
intelligent following of shoe styles by 
the American public. If there is snow 
on the ground in April or March, you 
can’t force sport shoe business that 
early, and the average retailer in his 








desire to step ahead of competition is 





showing his sport shoes when he ought 
to be still cleaning up on his Winter 
stock. By the time actual demand for 
sport style starts, the show has lost its 
“kick” or timely interest. 

If hat manufacturers can induce 
men to wear straw hats in Summer; if 
clothing manufacturers can persuade 
them to adopt lightweight tropical 
weaves, and even the underwear people 
can make men change from B.V.D.’s to 
“shorts’”—if the makers of cigarettes 
can make a man “reach for a Lucky” 
or “walk a mile for a Camel,” why 
aren’t the shoe manufacturers just as 
smart? Is it because they lack the 
right advertising viewpoint? 

Perhaps it would help shoe mer- 
chants to sell sport shoes in the Spring- 
time and Scotch grains in the Winter. 

We do observe a steadily increasing 
tendency AWAY from the extreme 
pointed toe-lasts. (After all, men buy 
FOOT COMFORT in the final analy- 
sis.) Our stores are experiencing more 
calls for men’s plain toe oxfords than 
ever before. Even the moccasin type 
is moving fairly well, both in all-over 
black grain oxfords and all-over brown 
Norwegian grain oxfords with heavy 
soles. During the warm months, we 
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College Men Like Sport Shoes Simple 


[CONTINUED FROM PAGE 24] 


have found the black and white moc- 
casin oxfords steady and repeat sell- 
ers. We seldom carry over any of 
them. 

The light blonde grain moccasin of 
pigskin all-over, with leather sole, was 
one of our best selling styles last 
season. 

Of one thing we are positive, that 
college men here abhor fancy medal- 
lions, heavy punchings on quarters and 
tips. The plainer the style, the less 
selling resistance. 

If each manufacturer made only a 
small contribution to a common adver- 
tising fund, designed to promote style 
propaganda along certain concentrated 
lines, it might help a lot to develop the 
sport shoe business. To reach the 
truly typical college man, it would have 
to be used in the leading college daily 
papers, and augmented by cartoon ads 
in publications most generally read by 
college men. 

Maybe, at least, we wouldn’t see 
such scenes as the writer witnessed in 
front of one of his stores on a snowy 
Dec. 22—a supposedly intelligent col- 
lege student wearing a heavy raccoon 
fur coat, bareheaded, and wearing ear 
muffs, and a pair of BLACK and 
WHITE sport oxfords. 

Believe it or not, he was waiting for 
a bus to take him home for Christmas 
vacation. 
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DESIGN PATENT GRANTED BANCROFT-WALKER CO. 


ISCRIMINATING shoppers are susceptible to impressions. 
classify the window displays in town. 

go to the store which most attractively displays its merchandise. 
properly displayed today leads to a sale tomorrow. 
most effective display is accomplished with Fairy Forms. 
Fairy Form to meet every possible shoe store need. 
Write today for complete information and 


single pairs or combinations. 
illustrations. 
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What They Saw and Heard 


[CONTINUED FROM PAGB 39] 


By MISS RUTH KERR 

shoes. They are airy enough now in 
the literal sense of letting the air in 
through the perforations. But they are 
not dainty. They don’t have little deli- 
cate trimmings. Tucks, English welt- 
ings, all these stronger ideas, I believe, 
are the note to watch. 

You ask about beige. It looks as if 
the stylists’ committee recommendation 
to the Style Conference was going to 
stand. You remember we grouped beige 
and brown together because we did 
not feel that beige in itself could ac- 
count for a very large proportion of 
business with a rising interest in gray 
and the importance of blue. The next 
few weeks are the logical time to push 
beige and brown to go with the new 
Easter clothes in beige. With an early 
season in white, the retailers who are 
stocked with beige shoes should play 
them right now. 


Boosting American Made Shoes 
Battimore, Mp.—Hahn Shoe Com- 
pany branches are cooperating in the 
“Buy American” drive recently inaugu- 
rated. The local stores are displaying 
posters in their windows urging women 
and children to buy American-made 
footwear. The concern is offering only 
American-made products. 





By MISS ELIZABETH AMBROSE 
small again whether they wear size 7%4 
or not! The rounder toe lasts are gain- 
ing ground for this reason. The modi- 
fied versions are the best. 

Perhaps the question of price lines 
doesn’t enter into a fashion discussion 
but it was very significant to hear so 
much about “Shoemaking.” Retailers 
are talking fit and workmanship. The 
most successful manufacturers’ lines in 
the better grades are those that are of- 
fering real shoemaking as well as style. 
Orthopedic departments are doing a fine 
business. These things, I think, are 
hopeful signs pointing to a quality re- 
vival. 


German Shoe Imports Fall Off 

BERLIN, GERMANY—A total of 227,- 
789 pairs of leather shoes were im- 
ported by Germany during 1932, as 
compared to 669,741 pairs during the 
preceding year. This represents a de- 
cline of 66 per cent between 1932 and 
1931. The value of the shoes imported 
during 1932 was 2,254,000 Reichsmarks, 
as against 6,582,000 Reichsmarks dur- 
ing 1931, or a decline in value of also 
66 per cent. 





Novel Effects in Sport Detail 
[CONTINUED FROM PAGE 21] 


Shown is an all-white buck shoe pat- 
terned with the quarter overlapping 
both the heel quarter and the eyelet 
plug. A decidedly distinctive looking 
style results from the change. The 
shoe appears to be much thinner at the 
throat, as the overlapping takes away 
considerably from the usual effect of 
bulkiness that most all-white and white 
combinations exhibit at that point. 

This same styling may be carried 
out in the straight tips as well as the 
wings. In fact, a shoe was developed 
with a straight tip and perforated only 
where the quarter overlaps the lace 
stay and heel foxing. Another varia- 
tion of this same general thought is 
the continuing of the lace stay line so 
as to form a collar around the entire 
top of the quarter. 

As a rule, this styling is confined to 
those shoes which look their best when 
made over the dressy medium custom 
last. The entire effect is lost when 
either the narrow and the wide toe 
lasts are experimented with. 


Using Barter System 


RUTLAND, VT.—The Outlet Store, re- 
tail shoes, is using a barter system for 
the farmer trade that is proving a suc- 
cess. Shoes are being given in ex- 
change for eggs, butter, apples, honey, 
potatoes and like farm products. 
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is based on intelligence and not on sar- 
torial pretense. His clothes usually 
look as though he did not have time to 
take them off before retiring the night 
before. 

Repeated confidential proddings 
from other members of the secretariat 
finally drove him to a tailor. He 
emerged with a morning coat that he 
thought was quite nice. It drew only 
boos from his associates. It had no 
black braid. The battle raged around 
that point many days. Howe would be 
damned if he would get black braid. 
Other prospective secretaries sneered. 
They doubted whether they could asso- 
ciate with one so socially incorrect. 


* * * 


That advice about not taking any 
Woodin money is stale already. As a 
matter of fact, there will be no Woodin 
money until six months from now. The 
signature of Mills will be on bills until 
then. 

Better than plagiarism about Woodin 
money are the Woodin songs now in 
demand. Alert music publishers took 
advantage of the treasury appointment 
to issue new copies of the secretary’s 
obscure hits. 
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Under the Big Hat in Washington 


[CONTINUED FROM PAGE 32] 


The name of the new Secretary of 
Interior is pronounced as Hickeys, 
with the H left off. 


*_ * * 


Grover Whalen’s friends have been 
told he is slated for the pleasant job 
of Collector of Port of New York. This 
would be directly traceable to the 
Woodin influence. Whalen has been a 
useful man Friday in the past. 


* * * 


There is one Roosevelt selection 
which arouses more enthusiasm here 
than all the Cabinet put together. That 
is Lewis Douglas for Director of the 
Budget. Douglas is known to be fear- 
less and in deadly earnest about carry- 
ing out the President’s economy 
pledges. It is understood that he con- 
ditioned his acceptance on some fairly 
stiff terms which should make for great 
effectiveness in his work. Douglas was 
the first Congressman to respond to 
the idea of the National Economy 
League. If he has his way, there is no 
doubt that veterans’ appropriations 
will be drastically reduced. 
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All is not beer and skittles in Fed- 
eration of Labor ranks. The member- 
ship has been declining and it is get- 
ting harder to collect dues. Interests 
which consider the Federation a useful 
bulwark are seriously considering i- 
nancial assistance. 

* * * 


The railway labor unions made a 
clever move when they won the sup- 
port of A. A. Berle for a legislative 
program to protect their wages and 
give them the six-hour day. Berle’s 
influence is strong and their chances of 
getting favorable action from the new 
Administration are far from remote. 


* * * 


The whole list strengthens the im- 
pression that Roosevelt intends to be 
the boss and has deliberately chos2n 
team workers instead of prima donnas. 
There is some relief from the specire 
of currency inflation. 








Thompson Succeeds Goodspeed 
At Geo. E. Keith Co. 


BrockTtoN—Maurice I. Thompson, 
for many years identified with the Sole 
Leather Department of the Geo. E. 
Keith Co., has succeeded Edgar Good- 
speed as sole leather buyer, and will 
continue to direct the supervision of 
the sole leather departments of the 
Walk-Over factory. 





Punched Shoes Selling Good 


CINCINNATI—H. W. Frohman, buyer 
for the Shillito Shoe Salon, reports 
that he is selling more punched shoves 
in both kid and calf than any other 
style. Blue is the favored color with 
gray and black, respectively, follow- 
ing in popularity. Frohman says that 
more units were sold last season in the 
less expensive shoes but that Shillito 
is aiming now to build up a bigger 
business in the better grade of shoes 
—such as the hand-made or bench- 
made shoe. 






Dotted Cords 


LYNN, Mass.—New shoes here have 
corded vamps, and white dots appear 
on the cords, the dots being no larger 
than a period punctuation mark. The 
corded lines are had by stitching cords 
under the vamp. When the shoes are 
lasted these cords raise up corded 
lines on the vamp. Tiny holes have 
been perforated along the vamp, ac- 
cording to the pattern of the cording, 
and the cord, being white, peeps 
through these holes, making the dotied 
cords. 
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Have Faith in American Industry 
[CONTINUED FROM PAGE 19] 


IRVING GROSSMAN, I. Miller & Sons, 
Brooklyn, N. Y.: 

“WE ARE FACING THE PRES- 
ENT CRISIS WITH CONFIDENCE 
IN THE PROCEDURE OF OUR 
GOVERNMENT—WE FEEL THAT 
THEY WILL ESTABLISH A PLAN 
THAT WILL PERMIT THE CON- 
TINUATION OF COMMERCE ON A 
PROGRESSIVE BASIS—WE ARE, 
AS MANUFACTURERS, MAKING 
EVERY EFFORT TO PROTECT 
OUR DISTRIBUTORS THROUGH- 
CUT THE COUNTRY BY MAIN- 
TAINING OUR USUAL SERVICES, 
VARIETY OF STYLES AND OUR 
QUALITY.” 

* ok * 
H. C. FREEMAN, Freeman Shoe Com- 
pany, Beloit, Wis.: 

“WE WELCOME PRESENT 
CRISIS FEELING IT REPRESENTS 
BOTTOM AND WILL SHORTLY 
BE OVERCOME—BELIEVE SCRIP 
AMPLY BACKED BY VALUE WITH 
NATION-WIDE ARRANGEMENTS 
FOR HANDLING WILL TEMPO- 
RARILY BE USED FOR ALL COM- 
MERCIAL PURPOSES—SCRIP 
WILL NOT BE HOARDED AND 
SHOULD GREATLY STIMULATE 
ACTIVITY —INCREASING'- BUSI- 
NESS ACTIVITIES WILL BRING 
HOARDED MONEY BACK INTO 
CIRCULATION AND RESTORE 
TRUE VALUES— WORKABLE 
MONEY PLUS THREE-YEARS- 
UNDER-CONSUMPTION SHOULD 
INSURE LONG PERIOD OF PROS- 


PERTTV ” * * & 

A. F. Bancrort, Bancroft Walker 
Company, Boston, Mass.: 

“A MESSAGE OF REASSUR- 
ANCE TO AMERICAN’ MER- 
CHANTS SEEMS SUPERFLUOUS 
TO US AFTER RECEIVING A 
LARGE NUMBER OF ORDERS DI- 
RECT FROM THEM MAILED SAT- 
URDAY, MARCH FOUR, FROM ALL 
OVER THE COUNTRY — APPAR- 
ENTLY THEY ENJOYED REASON- 
ABLY GOOD BUSINESS SATUR- 
DAY IN FACE OF SATURDAY’S 
NEWS WHICH IS PROBABLY THE 
WORST THAT WE WILL GET— 
THIS SHOULD DEMONSTRATE 
TO THEM THE BASIC SOUND 
COMMON SENSE AND GOOD 
SPORTSMANSHIP OF THE MaA- 
JORITY OF THE AMERICAN PEO- 
PLE—AT THIS TIME NO MER- 
CHANT OF REAL CHARACTER 
WILL HAVE MUCH DIFFICULTY 
GETTING CREDIT TO COVER 
SOUND PURCHASES NECESSARY 
TO MEET REASONABLE DEMAND 
AND ESSENTIAL TO GIVE BASIC 
EMPLOYMENT.” 

* * * 

Frank S. Rice, President, St. Louis 
Shoe Mfg. & Wholesalers Assn., 
St. Louis, Mo.: 

“TO nett PRESIDENT ROOSE- 

’ [CONTINUED-ON PAGE 68] 
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READY 
EASTER SELLERS 


to retail at 


SPIRITUS 


No. 51324—T-STRAP BLACK CALF «1182.6 65 
‘Ne. 8-51299—BLACK SATIN KID....... $2.65 16/s Covered Cuban Heel—66 Last 
AAA te A, /8 Covered Louis Heel RBIS coccciccexévadudutdecssesss 3% to 9 


No. fo ale as above only in WHITE 
CALF $2.65 


SIX OF THE SEVENTY-FIVE GOODYEAR WELT 
STYLES STOCKED FOR IMMEDIATE DELIVERY 


In widths AAA to EEE -!- Sizes | to 9 
ROBINSON-BYNON SHOE CO. 


ir New York 


TRUE STEP 


$4.00 and $5.00 


SENECA 


No. S-5125I—NATURAL PIGSKIN....... $2.50 No. 


78 Leather Heel 51304—BROWN CALF ............ $2.50 
2% to 8 


Natucal Pig Teim—12/6"1 " ath Heel— 










































Rent Reductions General 
Natural Average of 9% Recorded by N.S.R.A. 


What about rents? There is hardly a more com- 
mon question in the retail shoe trade. As far as 
1932 is concerned, the answer is this, judging from 
the first reports received by the Educational Division 
of the N. S. R. A:: 

1. The average reduction for all stores was 9 per 

cent. 

2. 36 per cent of the reports showed no reduction. 

3. Eliminating those that received no reduction, 

the average relief was 14 per cent among those 
that received any reduction at all. Shown in 
table form it appears thus: 





Reduction Percentage of 
in Rent all stores 
RIS 6 5 sens dicdecwsas'ee 20% 
A) a a ae 27% 
Less that 1096.4. 6... 50.2 17% 
INO ROGNCHONS. ....56..%0555%3. 36% 
100% 


Considering the fact that retail shoe volume fell 
nearly 25 per cent in 1932, it is plain that rental 
percentages increased over 1931. The final figures 
will be released just as soon as the Educational Divi- 
sion of the Association completes its examination 
of dealers’ reports, which are coming in heavily now. 
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Quite a number of reports comment on the rent 
situation to the effect that their rent reductions were 
not at all voluntary on the part of the landloards. 
“After much argument.” “We showed him our 
books.” “A temporary reduction was finally made 
permanent.” “At first he refused.” 

Those comments appearing on the reports indi- 
cate that dealers who have been refused reductions 
should not give up hope, but keep on trying to effect 
an adjustment. 

“The National Shoe Retailers’ Association,” says 
Manager James H. Stone, “is a great clearing house 
of facts about shoe store operations. These rent 
figures are secured through early reports coming in 
to our Educational Division’s Inventory Analysis 
Service. 

“Every merchant who sends in his figures is sent 
a personal letter of critical analysis, a work sheet 
showing his figures reduced to percentages, and a 
final summary of his operations giving all the facts 
unearthed by the entire service. All this is frve 
to any shoe dealer who will write for a blank.” It 
goes without charge also. Dealers who have not yet 
secured an inventory blank should write at once for 
one to the National Shoe Retailers’ Association, 8 So. 
Michigan Ave., Chicago. 

As an added inducement the Association will send 
a LIGHTNING PROFIT FLASHER to every 
dealer who sends in his report from now on. 








joy the luxury of a NEW hotel— 
ALL the conveniences provided by the 
last word in equipment—yet pay rates 
in keeping with the times! Hotel 
or Clinton offers maximum com- 

fort, quick, courteous service and the 
finest accommodations at rates that 
start as low as $3 a day. For two the 
rates are but One Dollar More! 


' } lap alta 
NEW hiaded 
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HOTEL 


\ 
 Covervor Gunton 


1200 ROOMS AND BATHS C.W. RAMSEY, JR.. MGR. 


7th Ave. at 31st St., New York City 


OPP. PENNSYLVANIA STATION 8. &0. BUSES STOP AT DOOR 
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MARBRIDGE BLDG. CO., INC. 


New York 


1328 Broadway 



















Boor AND SHos RECORDER 
combining THE SHog RETAILER, March 11, 1933 


* 





S| is Wants to Ce Wh, / 


Your customer, today, wants value 
for her money. If she is to pay 
more for one pair of shoes than for 
another, she must have a sound rea- 
son for doing so. Good upper leather 
—fine in grain, clear in color, firm 
in texture—is one of the most convinc- 


ing sales arguments you can present. 


Vow Crstle eae (Maintains ths Quality 








Lhe Vow Cstl ae lioshes Q,, Ge. 


cileinthis by request to , | om 1702-100 Gold Street, (New York 
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“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


Curved Jaw Nipper 









MANCH FES FFR 






The only Nipper, just the right shape to cut out tacks on inside 
of shoe. Curved jaw enables cutting close to insole. Made of 

tool steel, nickel plated. Specify Genuine Curved Jaw 
“Manchester” when ordering. 


PRICE $4.00 
F. W. WHITCHER CO., Boston, Mass.—Chicago, Ill. 




















































WE CANT 
WAKE HIM UP/ 

Blame the beds for that—they’re 
so comfortable. Try them yourself. Stay at the 
Wellington on a “Business Special.” (1) Room with 
bath; (2) American Breakfast; (8) Man-sized din- 
ner « ¢ all for $3.50. 


Just say “Business Special” when you register 
or write for a card en your business stationery 


HOTEL WELLINGTON 




















SSen STREET AND Jee AVENUE NEW YORK CITY 
} —__ 
| VE FOUND Just think... mod- 











THE BEST : 
HOTEL VALUE ern, new hotel, in the 


IN heart of New York— 
200 feet from. Broad- 
way, on: 45th Street. 

A room and bath for one, 

$2.50; for two, $3.50. 


t's he PICCADILLY 


45th-STREET and BROADWAY e@ NEW YORK 
WILLIAM MADLUNG, Mnq, Dir. 
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Carry On—With Courage and 


Confidence 
[CONTINUED FROM PAGE 17] 





be advertising or window display or the buying of 
supplies. 

The hoarding of gold is discouraged. Perhaps 
what will take its place is the hoarding of goods. 
We are seeing examples of people stocking up on 
groceries for fear of eventualities. Maybe the next 
move is to put some importance on possession of 
goods of all sorts, for many a man and woman has 
wished that they had bought a new pair of shoes 
while they had the money. Many a merchant 
wishes the same for he faces a Spring season with- 
out the stocks needed. Carry on. 

New leaders will find the way. It is indeed a 
new deal and we hope it will bring about a stabili- 
zation of money and business and a restoration of 
character, courage and confidence. 


Proper Lease Percentages 

At the convention of the Northwestern Shoe Re- 
tailers Association in Des Moines last week, James 
H. Store, manager of the National Shoe Retailers’ 
Association, pointed out that the shoe store 
with a low turnover and comparatively low mark-up 
should enjoy a low rate in percentage leasing. He 
suggested for the small town 3.5 to 4 per cent rate 
for leases, and for large cities 4.5 to 6.5 per cent 
straight rental on these percentages is better than 
getting a lease on the percentage basis, he pointed 
out, for it proves a greater incentive to increasing 
volume. 

Norman McDonald of Johnston, Stephens and 
Schinkle, St. Louis, spoke on the need of confidence 
among salespeople, and the necessity that the store 
proprietor convince his workers their jobs are secure 
to make sure that they do not reduce their selling 
effort. Buford H. Jones of Dunn & McCarthy, Au- 
burn, N. Y., deplored the tendency of merchants to 
see how cheap merchandise they could handle and 
sounded the call for a return to quality. 

The convention closed March 1, with election of 
officers. Sam Welch of Fort Dodge, Art Johnson 
of Sioux Falls and Eli L’Esperance of Grand Forks 
composed the nominating committee. 


Men’s Department Opened 

Fort Wortu, Tex.—A men’s shoe departmert 
was opened at Rudy’s Department Store in Fort 
Worth on March 1. The opening marks the creation 
of an entirely new department, the store never having 
handled men’s shoes before. 

Morris Miller, who has been connected with the 
Baker Shoe Stores in Texas for the past several years 
and recently assistant manager of the Baker Store 
in Fort Worth, is in charge of the new department 






gh 























The APPEARANCE of the 
UNITED CUSHION HEEL 


is so fine that it is 


constantly imitated but never equalled 


ITS QUALITY 


is just as superior as its appearance 


THE LD) TRADE-MARK 
is the hall mark of fine shoemaking 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS. 
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> ON THE SELLING END <« 


News of the Travelers and Sales Activities 





Travelers Urge 
Tariff Adjustment 


Boston, Mass.—The following bul- 
letin has been issued from the office 
of Thomas A. Delaney, Secretary- 
Treasurer of the National Shoe Travel- 
ers Association: 

Supplementing the condensed report 
of the Meetings of our National Or- 
ganization held in Chicago, IIL, 
January 12th and 13th, below is a 
summary of the resolutions adopted: 

“On account of the tremendous amount 
of foreign-made shoes and other articles of 
footwear being imported into the United 
States from countries of the Orient and 
Czecho-Slovakia be it resolved that the 
National Office be endorsed as having peti- 
tioned the Tariff Commission against fur 
ther importations' to the detriment of 
American. shoe manufacturers. 

“The present enormous importation of 
foreign merchandise into the United States 
of America is detrimental to the American 
workman as the wages paid foreign work- 
men are not in comparison with the wages 
paid American artisans, making the com- 
petition unjust to the standards of Ameri- 
can living. That the slogan “BUY AMER- 
ICAN” be endorsed and all members of the 
National Shoe Travelers’ Association be 
urged to buy American-made materials 
and merchandise when possible. 

“That the present price-slashing on 
shoes is detrimental to maintaining the 
confidence of the consumer in our partic- 
ular industry; that it is harmful to main- 
taining the standard of wages of Ameri- 
can shoemakers; that such prices are per- 
mitting shoes to be sold below the stand- 
ard cost that is indicative of the ethics of 
our trade. Be it resolved that the slogan 
“LET COST BE MAINTAINED” be used 
by all members of the National Shoe Trav- 
elers’ Association. 

“That the Tanners’ Council of America 
receive an expression of thanks from our 
organization for its co-operation and en- 
dorsement of our efforts in obtaining an 
eer pnaate mileage book at reduced 
rates.” 


“Bob Smart” Adds Two Keen 
Salesmen 


J. B. Stroud, Jr. of Greensboro, 
N. C., and Mahlon Brown, Jr., are out 
fighting for orders on Bob Smart shoes. 
While both these energetic shoemen are 
recent additions to the Bob Smart sales 
force, they come with excellent records. 

J. B. Stroud, Jr., is a “chip from the 
old block,” due to the fact that J. B. 
Stroud, Sr., has been known in North 
and South Carolina in connection with 
the Craddock-Terry organization for 
forty years. J. B. Jr. will cover the 
states of North and South Carolina 
for the Bob Smart Shoe Co., Lynch- 
burg, Va. While young he is, he has 
grown up in the shoe business under 
his father’s guidance and no doubt will 
cash in on the splendid training he 
has been privileged to receive. 

Mahlon Brown, Jr., after finishing 
school at Washington & Lee University, 
was associated with the organization 
for several years in northern Illinois 
and is now representing the Bob Smart 
Shoe Co., in eastern Kentucky, eastern 
Tennessee, southern West Virginia and 





the southeastern portion of Virginia 
from Lynchburg to Bristol. 


Hermer Joins Waban Firm 

Henry Hermer, ‘who hai!s from Dub- 
lin, Tex., where he carried on a chain 
of retail” shoe stores, has become a 
member of the Waban Shoe Co., of 
Boston, Philip Clayman and William 
Fieman being the other members of the 
firm. The factory, making women’s 
fine novelty shoes, is located in the 
T. G. Plant buildings at Jamaica Plain. 
Mr. Hermer will sell the product. He’s 
a born and bred merchandising man. 
He learned to sell goods in the general 
store which his father started in Dub- 
lin, going out from New York to do so, 
and all the while keeping in touch with 
the New York markets, so he had the 
newest styles as well as the newest 
trade information. Henry started his 
career by selling goods in that store, 
and later taking up the merchandising 
of shoes on his own account. Now he 
goes in for both manufacturing and 
selling. 


F. M. Bohr Styling Dyer & Hall 
Lines 


Frank M. Bohr, the _ well-known 
women’s shoe and style expert, is now 
associated with Dyer & Hall Co. of 
Auburn, Maine. Mr.- Bohr will style 
up the Dyer & Hall and Cinderella 
lines of stock shoes. Already many 
new patterns are going into the line 
which have rare sparkle and are sure 
to be excellent sellers. Frank Bohr for 
a number of years was sales manager 
of the Monroe Shoe Co. and for the 
past year has been identified with the 
A. H. Berry Shoe Corp. of Portland, 
Maine. 


Beals Traveling for Fashion 

NOBLESVILLE, IND.—Homer H. Beals, 
who up to recently was a representa- 
tive for the W. F. Mayo Company, 
Boston, is now traveling for the Fash- 
ion Shoe Co. of Lincoln St., Boston, 
Mass. He is to travel his old territory 
of Indiana, and having been out but a 
few weeks reports business as being ex- 
ceptionally good. This may very well 
be attributed to the fact that he has 
been covering that territory for many 
years and his popularity helps him to 
hold his trade, as well as the fact that 
he has a line that has value and sells 
at fair prices. 


Wm. H. Davis to Travel South 
Wm. H. Davis, one of the substantial 
“young” middle-aged men who has 
traveled Florida, Georgia, The Caro- 
linas, and Virginia for years, will, be- 





ginning May 1, represent the Marion 
Shoe Company in that territory. Mr. 
Davis has been at the factory several 
days bui'ding for his territory a line of 
shoes that he believes will meet the re- 
quirements of his best buyers. 


Jack Hiatt With Marion 


Jack Hiatt, of Iola, Kansas, who has 
traveled Oklahoma, Kansas, Nebraska 
and South Dakota for several years, 
having only made one change during 
those years, will, within two weeks, 
cover that territory for the Marion 
Shoe Company, featuring their new 
$3.50 line, and their novelty, the “Top- 
per” boots; also field boots, high cut 
lace boots, and other special features. 


Demonstrating New Last 

I. H. Sawyer and R. J. McCarthy, 
of the Atlast Co. of Boston, have lately 
been among western shoe manufactur- 
ers demonstrating the new Down-To- 
The-Wood last. They traveled as far 
as St. Louis. Mr. Sawyer looked up 
old friends there. He was for some 
years sales manager for the Brown 
Shoe Co., and a pioneer in developing 
the Buster Brown trade mark. 


Schnetke Has Chicago Office 


Ed W. Schnetke, well-known repre- 
sentative for years in Metropolitan 
Chicago for the Boyd-Welsh Shoe Co. 
of St. Louis, is now covering his terri- 
tory for the Arrow Shoe Co., East Bos- 
ton, Mass., from Pittsburgh to Denver, 
showing a fast line of women’s shoes 
to retail at $3.95. He maintains a Chi- 
cago office at 1816 Republic Building. 


C. W. Marks Shoe Co. Expands 


C. W. Marks Shoe Co., doing busi- 
ness in the Chicago area for over 62 
years, serving the retailer, are ex- 
panding their operations throughout 
the entire country, having a'ready 
placed twelve new men in the field with 
a popular priced line of footwear. 


L. L. Balch With Central 

L. L. Balch has succeeded Lud Alley 
as Oregon representative of the Cen- 
tral Shoe Company. He was formerly 
associated with the Goodyear Rubber 
Company. 


Beauchamp With Thayer-Foss 


Boston—Phil. Beauchamp, formerly 
connected with the Colonial Tanning 
Co., is now associated with Thayer- 
Foss Co., and will cover the New Eng- 
land trade for them. 


Algaze Opens Detroit Offices 
M. A. Algaze, Michigan represent:- 


‘tive for the Diamond Shoe Co., has 


opened offices in the Griswold Buildin:, 
Detroit. 
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Here’s the Leader 


Gentlemen 
and te had Lo be 


THE 
ra OOLWAY 


A STAR BRAND SHOE 


As indicated by early sales, the Uptown Koolway 
of natural and ecru calf with summerweight sole, 
outsold all other sport styles in this famous line of 
five dollar shoes for men. «© ¢ And no wonder 
... the Koolway is a unique shoe, with scores of 
vents that let the foot inhale with each movement. 
These vents do not detract from the Koolway’s neat 
appearance, but appear to the casual observer as 
the customary perforations. Each of the four. Up- 
town Koolway styles is kid-lined throughout. Fine 
fitting and supremely comfortable. Carried in stock 
from AAA to D—sizes to 12... Priced at... $3.15 


ROBERTS JOHNSONS RAND 


Branch of international Shoe Co 


ST. LOUIS, MO. 


O00 0000000008) 
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4 insist on 
specify - | 4 AMERICAN 
WHITE CALF s HIDE & LEATHER uit 
a WHITE CALF ** 
for economy and profit*g ped 
—because it cuts better, « baa 


for really fashionable 
shoes—because it is 


clear, clean, and crisp— 


durable, shape-retaining 
and comfortably supple 
—and looks better 


keeps cleaner, wears 
longer, and satisfies 
your customers with 


longer. / eS ¥ its supple*comfort and 
ey | smooth good looks. 


AMERICAN HIDE & LEATHER COMPANY 


BOSTON 


NEW YORK, WN. Y. ST. Louis MILWAUKEE COLUMBUS PARIS, FRANCE 
LEICESTER, ENGLAND 


DOLLIVER AND BRO., SAN FRANCISCO ~~ AGENTS FOR THE PACIFIC COAST AND ORIENT 
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NATIONAL NEWS 


» HOW’S BUSINESS 4 


Easter Orders Step Up Produc- 
tion in Brockton 


Brockton—Advance orders for 
Easter sales have brought an increase 
in practically every South Shore fac- 
tory the past week, with many of the 
well known Brockton firms running 
close to full time schedule, with every 
indication that such production will 
continue until the pre-Easter holiday 
season. 

Depleted stocks of retailers nation- 
ally has started idle machinery moving 
in many of the leading factories, im- 
mediate shipments being called for by 
hundreds of retailers. 

While sport shoes in general, from 
early indications, will be increased far 
beyond the expectations of manufactur- 
ers, the present orders call for tans of 
medium weight in the majority, with 
several factories reporting a marked 
increase in black oxfords. Among the 
many factories now busily engaged 
are: W. L. Douglas Co., Old Colony 
Shoe Co., C. A. Eaton Co., Geo. E. 
Keith Co., M. A. Packard Co., Com- 
monwealth Shoe & Leather and Regal 
Shoe Co. Among the makers of top 
grade lines, Stacy-Adams Co. and The 
Stetson Co. are at present enjoying a 
good run on early Easter business. 

C. A. Eaton Co., which in recent 
years in addition to its regular line 
have accomplished much success with 
their boys’ line, report the largést ad- 
vance Easter business since its incép- 
tion. 


Michigan Pick-Up Good 
DETROIT — Business has picked up 
satisfactorily since the start of the 
Michigan bank holiday, according to 
A. E. Harvey, district manager for 
the W. L. Douglas Shoe Company. 
There has been an actual increase over 
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the week preceding the holiday when 
sub-zero temperatures drove business 
to new low levels. An exceptional turn 
has been a thriving noon time business 
in the downtown stores, from eleven to 
two o’clock, indicating the patronage 
of- office workers here. 

According to Harvey, the trend of 
merchandising policy in shoes is indi- 
cated by the newest Douglas lines, in 
the three dollar shoe, the first time the 
company has sold at this price in 
several years.-; This will give the or- 
ganization a clance to do real business 
at competitive prices, and shows the 
need of lower priced stock to suit de- 
mand and price trends. 


Rubber Operations Show Loss 


AKRON, O.—Rubber footwear opera- 
tions, cut to the heart by adverse cli- 
matic conditions and foreign “dump- 
ing,” were responsible’ for 50 per cent 
of ‘the $6,852,140 loss“in business re- 
ported by B. F. Goodrich Co. for 1932, 
it was disclosed in the company’s offi- 
cial report, supplementing the prelim- 
inary report of its financial conditions, 
made earlier. 

Imports of foreign made canvas 
footwear in 1932 were nearly 12 times 
those of 1931, and waterproof foot- 
wear in 1932 excéeded 1931 by approx- 
imately 130 per cent, the statement 
said. 


LEATHER OPENING WILL BE 
MAY 8 AND 9 


The Tanners’ Council announces that the 
dates for the Official Opening of American 
Leathers (originally set for May 9 and 10) have 
been changed te May 8th and 9th at the Hotel 
Astor, New York. The Leather Show will 
therefore take place on Monday and Tuesday 
—and will coincide with the styles committee 
meetings and the Joint Styles Conference of 
the shoe interests which will also take place 
on May 8th and 9th. 


a 





EVERY WEEK 


“It is gratifying to note that import 
duties on foreign made footwear were 
adjusted in February, so that severe 
competition from this source will un- 
doubtedly be reduced in the near fu- 
ture,” it was said. 


Rochester Orders Continue 
Steady 


RocHESTER, N. Y.—Orders continued 
their even flow into Rochester factories 
last week, in some cases even bringing 
upturns in production. 

The Sherwood Shoe Company stepped 
up, leading the way for a number of 
other women’s line factories. The 
Menhian Company, W. B. Coon Com- 
pany, D. Armstrong and. Company, 
C. P. Ford Company and E. P. Reed 
Company also were operating at a good 
rate. 

Manufacturers said there was no let- 
down in the recent demand for quality 
shoes, although in some cases prices 
have been cut. 


Shoe Pick-Up in Maryland 


BALTIMORE, Mp. — Both employment 
and combined payrolls in the shoe in- 
dustry in Maryland showed marked 
increases in January as compared with 
the previous month, according to fig- 


‘ures compiled by Dr. J. Knox Insley, 


Maryland Commissioner of Labor and 
Statistics. Employment was higher by 
14.8 per cent and combined payrolls 
improved 20.3 per cent. 


Cambridge Rubber Co. Busy 


Boston, Mass.—Cambridge Rubber 
Co., of Cambridge, expects soon to have 
its full force of 1200 at work making 
rubber shoes, after a spell of dull 
times, the revival being directly due 
to the action of the U. S. tariff com- 
mission in recommending an increase in 
the rate of duty on rubber shoes. 





56 


‘(cir asians 


AULT 
SHACKFORD 


@ 
WELTS 
and SILHOUWELTS 


to retail at 


*4 and *o 


AIR-TRED 


A patented comfort construc- 
tion which is an instantaneous 
selling point with most 
women. A wide range of 
patterns to suit all tastes— 
ultra conservative to smart. 
IN-STOCK ... AAA to EEE. 


IN-STOCK 


No. P995— 
Black Kid—616 Lost nesieid $3.10 
Be. 4 Se ae rown Kid .. e 
White Kid fe 

ry) ‘Continental Heel...AAA to 


ANN ELISE 


32 numbers which answer the 
demand for corrective and 
conservatively smart welts 
and silhouwelts at a moderate 
price. IN-STOCK ... AAA 


4 


IN-STOCK 
Naik acid 410 Last: 2.50 


' 
14/8 Leather Heel... AAA 








AUBURN 





Boot AND SHOE RECORDER 
combining THE SHoE RETAILER, March 11, 1933 








» TRADE DOINGS 4 


Detroit Retailers Elect Officers 


DETROIT, MicH.—At a meeting held 
by the Detroit Retail Shoe Dealers As- 
sociation for the purpose of selecting 
officers for the present year, the entire 
list of old officers was unanimously 
reelected. This means that Clyde K. 
Taylor is again president; Stuart J. 








CLYDE K. TAYLOR 
Reelected President 


Rackman, vice-president; Nathan 
Hack, secretary-treasurer, and E. W. 
Bradshaw, assistant secretary-treas- 
urer, 

The Detroit shoe men have been for- 
tunate in having a fast moving, hard 
working lot of officers, who are operat- 
ing in the closest harmony. Clyde 
Taylor deserves considerable credit for 
keeping the proper spirit alive and in 
making his association one of the most 
resultful ones in the country. 

A bit of comedy is injected in the 
regular monthly notices through the 
membership circulation of “The Under- 
dogs Bark.” This official publication 
alone_is well worth the price of admis- 
sion, and for the most part emanates 
from the fluent pen of the resourceful 
secretary. 


Russia Buying Leather 
WASHINGTON, D. C.—American tan- 
ners last month made their first leather 
sales to Russia in two years, a Com- 
merce Department report discloses. 
Although the exports amounted to a 


mere 700 pounds of sole leather, con- - 


siderable interest has been in evidence 
in the trade as it speculates as to 
future possibilities of the Soviet mar- 
ket. 

The Department’s leather division 





has observed reports from several un- 
official sources pointing to a scarcity of 
leather in Russia, and the various at- 
tempts of Soviet factories to produce 
a satisfactory substitute have been un- 
successful. 

The Baltic States, Germany, and the 
United Kingdom and France to a smal- 
ler extent, have been supplying the bulk 
of the leather brought in by Russia. 

Advised that the January shipments 
from the United States are being re- 
garded as samples, the leather division 
says they may forecast the substantial 
expansion of sales if they are satis- 
factory. 


Has Large Sale 

BuFFALo, N. Y.—Almost 8000 pairs 
of women’s footwear were sold in a 
single day by Sattler’s, Inc., in its 
Broadway store during a special pro- 
motion of six nationally advertised 
brands of shoes at $2.68 a pair, claimed 
to be the lowest price ever quoted 
locally for these shoes. Included in the 
lines were I. Miller, Walk-Over, Arch- 
Aid, Beauty Arch, Matrix and Wilbur- 
Coon. 

Sattler’s, Inc., one of the largest re- 
tailers of footwear in Buffalo, reported 
that all sizes from 1 to 12 and all 
widths from AAAAA to EEE were 
included in the six branded lines which 
features such leathers as_ calfskin, 
patent, python, alligator, frogskin and 
snakeskin in both dressy and sport 
styles. 

In the men’s footwear department, 
Sattler’s Inc., also featured a com- 
panion sale of Thom McAn oxfords at 
$1.76 in full grain calfskin, the size 
range being from 5 to 11. 


Indiana Passes Tax Bill 

INDIANAPOLIS, IND.—The gross in- 
come tax bill passed both houses of the 
Indiana Legislature Wednesday, under 
a suspension of the constitutional rules. 
The bill calls for one per cent on gross 
income and is designed to raise about 
$14,000,000 a year. 

The new revenue measure, referred 
to generally as the sales tax bill, was 
the target of intense opposition from 
business and manufacturing interests 
of the state. 

Its passage brought victory to or- 
ganized farmers, real estate men and 
others in their long campaign to 
“broaden the tax base” to relieve real 
estate from its present load. ; 

Retail shoe merchants from all over 
the state were represented in the fight 
through their local chambers of com- 
merce, the Indiana Retail Merchants 
Association, the Indianapolis Merchants 
Association and other civic organiza- 
tions, who referred to the bill as un- 
necessary and extravagant, and advo- 
cated a drastic reduction in govern- 
mental expenditures instead of in- 
creased taxation. 

Indianapolis shoe merchants collect- 
ively through the Merchants Associa- 
tion have been opposing the measure 
vigorously. 
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DATES TO REMEMBER 


St. Patrick’s Day 
Pacific Coast Shoe & Leather Exposition 

at Los Angeles March 26, 27 and 28 
Easter 
National Foot Health Week 
Joint Styles Conference, Hotel Astor, 

New York, 
Mothers’ Day 
National Sports Shoe Week 
Memorial Day 
Fathers’ Day 
Independence Day 
Friendship Day 
Labor Day 
Jewish New Year 
Hallowe’en 
Thanksgiving 
Christmas 


September 4 
September 21 

October 31 
November 30 
December 25 


» ABOUT PEOPLE < 


Morris Stiller Appointed Buyer 


BurraLo, N. Y.—Morris Stiller has 
been appointed buyer and manager of 
women’s footwear for the new store to 
be opened at Main and East Mohawk 
Streets early in March, by Eaton’s 
Specialty, Inc., a subsidiary of the Bon 
Ton Corp., of Buffalo. M. C. Siegel is 
president of the new company and Mor- 
ris Siegel is treasurer. The women’s 
footwear department will be located in 
the basement of the seven-story build- 
ing, which has been leased for a term 
of years by the new company. Ex- 
tensive alterations are being made to 
the building and new fixtures are being 
installed in all departments. A hosiery 
department will be located on the street 
floor. 


C. E. Williams Heads 
Highway Committee 


Chas E. Williams, president of the 
C. E. Williams Shoe Co., St. Louis, 
Mo., has been appointed chairman of 
the Highways Committee of the Cham- 
ber of Commerce. Mr. Williams has 
been active in the work of the Mis- 
souri Highway Commission for some 
time, and his appointment to the office 
as head of the committee formed by 
the St. Louis Chamber of Commerce is 
a deserved one. 


Eugene Shoemen Elect Burch 


EUGENE, ORE.—Henry Burch, of the 
Burch Shoe Company, was chosen as 
president of the Eugene Chapter of 
the Pacific Northwest Shoe Retailers’ 
Association. George A. Getty, of the 
Eugene Notion Company, vice-presi- 
dent, and Abe Eisenstein, of the Men’s 
Store, re-elected secretary-treasurer. 
David F. Wissman, of the Everitt & 
Barron Company, and H. Young, of 
the Craddock-Terry Company, were 
the guests of the chapter. 





C. E. Hadaway Changes 


ATLANTA, GA. — “Harper’s” is the 
name of a new shoe shop which is to 
open shortly at 59 Whitehall Street, 
in the location formerly occupied by 
“Paul’s.” Of more interest to the trade 
is the fact that the new store will be 
under the management of C. E. Hada- 
way, well-known Atlanta shoe man, 
who has resigned a position with the 
Chandler Company to manage the new 
enterprise. 


Elected Credit Men President 


York, Pa.—Evidence that York shoe 
retailers are interested in things other 
than the conduct of their businesses, 
is presented in the election recently of 
Jacob Reineberg of the firm of Edward 
Reineberg and Company, shoe mer- 
chants here, to the presidency of the 
Associated Retail Credit Men of York. 
Mr. Reineberg was elected to the board 
of directors last year and elevated to 
the presidency at the annual business 
meeting of the organization. 


A. L. Campo, Jr., Transferred 

MERIDIAN, Miss.—A. L. Campo, Jr., 
has been made new manager of Win- 
ner, Klein Shoe Department, one of 
the departments operated by the Wohl 
Shoe Co., of St. Louis. Campo came 
to Meridian from Tuscaloosa, Ala., 
where he managed one of the Wohl 
departments. He also managed de- 
partments in Texas. He succeeded 
Nat Miller, who has been transferred 
to Tuscaloosa, Ala. 


Kessler Back in Atlanta 


ATLANTA, GA.—Eddie Kessler, who 
four years ago opened the Chandler 
Boot Shop at 172 Peachtree Street, 
has returned to Atlanta as manager of 
the store after an absence of two years, 
during which time he was in charge of 
Chandler stores in Dallas, Louisville 
and Indianapolis. 


H. E. Knoebel With Monnig 


Fort WorTH, TEXAS—H. E. Knoebel, 
who was formerly with Foley Bros., 
in Houston, Texas, is now manager of 
the women’s shoe department of Mon- 
nig’s, in Fort Worth, Texas. Knoebel 
succeeds R. E. Crawford. 


Clark Retires From British Firm 


New York, N. Y.—Nelson E. Clark 
has severed his connection with Stroud 
Clark & Co., Ltd. His plans for the 
immediate future are yet in the for- 
mative stage. 


Brisbin to Manage Department 

OAKLAND, CAL.—At B. F. Schlesinger 
& Sons, 1501 Broadway, Oakland, the 
street floor shoe department has been 
placed under the managership of H. 
J. Brisbin. 
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AULT 


WILLIAMSON 


TURN SHOES 


TO RETAIL AT 


"4 
CONSTANT COMFORT 
ARCH SHOE 


Made with cottage shanks—two tone 
shank finish—the substantial back- 
part needed in arch support shoes 
plus Turn flexibility not found in 
most shoes of this type—10/8 and 
14/8 heels. A shoe which gives your 
customer expected 
comfort and durability 
at a price she can pay 
—and a profit to you. 


TO RETAIL 


*4 


Po STOCK 
757 — Bla 
Ria 14/8 pao 
sa to EE.$2.50 
757-52 
Black Kid—10/8 
heel—B E 2. 
No. i a 16—Brown Kid—14/8 heel—AA 
WD WD Sac cccadscccscensccsacctadadenenn 2.65 


TO RETAIL 


IN- STOCK 


No. 720—Black Kid—15/8 heel—AA 
WO BD nccccrccccccccccccvccccosess $2.50 


TO RETAIL 


IN-STOCK 


No. 246 — Black 
Kid — 14/8 | heel 


AA to E..$2.50 
No. 246-51—Black Kid—10/8 heel—B 
CO BH nccccccccsccccccccsccccccccsccees 2.50 


WILLIAMSON 


AUBURN 





WHERE TO BUY 
Shoe Trees 


, PRICE 
PROTECTED 


Self Adjusting Shee Trees 

A gentile squeeze inserts or 

removes. Write for unique 

sales plan. 
SIMPLEX SHOE 
TREE COMPANY 


WHERE TO BUY 
Men’s Shoes 

















Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 




















| anguest RADE ONLY” 


EAST WEY MOUTH,MASS. U.S.A. 
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> WHAT’S SELLING ¢q 


What’s New in Linings? 

Linings should look clean, and be 
clean. No customer likes to try on a 
pair of shoes whose linings look soiled, 
at least it’s so if that person is fastidi- 
ous. 

So linings, of whatever class, or color, 
should have a fast finish, that will not 
take the finger prints of the clerk who 
fits them, or the customer who may 
handle them. 

And the longer the finish on the lin- 
ing resists the action of the sweat of 
the feet the better. 

Grey shades are commonly used for 
linings, because they do not show 
marks of soil, neither do they add to 
the looks of the weight of the shoe. 

Black linings add an ounce or more 
to the looks of weight of a shoe, be- 
cause black is a heavy color. That’s 
one reason why so few black linings 
are now used. 

Fawn color looks light in weight and 
is light in hue, and that is one reason 
for its popularity for the linings of 
shoes. 

White is good, if it has an extra fast 
finish. But spots are apt to show up 
on immaculate white. 

Printed lining stock, if the prints be 
of héxvy design, increases the looks of 
weight of a shoe. 

Sock linings, when embossed with a 
trade mark on the shank, make shoes 
look smaller in lex.gth than they really 
are. 

A wrinkled lining is an offence to the 
eye and the foot also. 


Random Sights ; 


Cuicaco—Stores are filled with vari- 
ous items of interest these days for the 
Spring shopper. For instance, there 
are silver grey hose that do turn mauve 
after the first tubbing or two. 

Taupes are coming in strong among 
hosiery colors. These are sold to be 
worn with black, brown, blue and green 
costumes. Taupe fans who have been 
out of luck the last few seasons are 
having their innings right now. 

Grey-beige hose are sold to wear with 
dark grey costumes that will include 
beige gloves, black shoes, handbags, 
topped off with a black hat. 

Lisle mesh and lisle lace are being 
sold in beige and grey. They are as 
thin as silk, only warmer, and are great 
to wear with the mannish suits of wool 
and tweed. 

There are lots of all-reptiles and 
more of reptile combinations. hese 
are to be found in almost any price as 
you desire it, in all grades to suit all 
trades. Both beige and grey snake- 


skins go into the most intricate combi-- 


nations with bits of blue, black and 
Brown kidskins. 

Handsome gunmetal! street pumps are 
worn with hose of “grege,”’a combina- 
tion of grey-beige. : 





Shoe Fashion Fabrics 


PATERSON, N. J.—Shoe fabrics at 
the moment are among the most active 
in demand in the silk trade. While the 
rush is not now on for these numbers, 
there are numerous novelties which are 
becoming the Spring favorites, being 
reordered direct from the mills. While 
these numbers are not all silk, they are 
combinations, in  brocades,  failles, 
sports finish in shantungs, a few 
natural colored prints in heavy weights, 
and there has been noted a demand 
for colors. 

Of course, there is some demand for 
white novelties, and some introduce a 
slight suggestion of color either in the 
brocade or the prints. The moires 
have also been reported as receiving 
some attention in whites. 

A manufacturer of rayon novelties 
has been specializing in motifs to use 
as buckles, but made of silk, they in- 
troduce the metal and jewel colors and 
take the place of the fancy metal 
buckle and also the jeweled bows. 
Flowers, on which jewels are to be 
sewed have also been introduced and 
at the moment it is believed that shoe 
ornaments of this type will meet with 
a big demand. 

Matching fabrics for shoes with 
those of the dress or coat to complete 
the ensemble is an assured fact, and 
manufacturers are now making the two 
fabrics in self color, although different 
in weight. Some plain suede finished 
weaves are receiving attention and ap- 
pear to be popular. 


Specializing on Reptiles 

Cuicaco—Cutler’s “island window” 
has a splashing display of water- 
snakes right now. Models include ties, 
pumps and T-straps although no wide 
T-straps were seen here. Many were 
all-reptile, others were in kid and 
reptile combinations. Some had inter- 
esting side closings. Bags in the 
same leathers form an important part 
of the display. A display card an- 
nounces that the reptiles are genu- 
ine. They are priced at $3.30. The 
background decoration resembling 
reeds in various shades of green is 
suggestive of the natural haunts of 
the water-snakes. 


Ribbon Ties 


BostoN—Ties, one, two and three- 
eyelet patterns, are featured for Spring 
by Thayer, McNeil. Wide ribbon laces, 
of colors to match the leathers, are 
used for fastening their ties. Some 
have tongues—others have none. 


“LAW CALF” 


Boston, Mass.—A stranger in Boston’s leather 
mart asked for “law calf.” The enterprising 
salesman guessed that he desired some sort of 
calf leather especially for making shoes for 
lawyers. He guessed wrong. The stranger de- 
sired calf leather for binding law books. 
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1 The GOODYEAR LOCKSTITCH 


GOODYEAR OUTSOLE RAPID LOCKSTITCH 
MACHINE — MODEL O 


GOODYEAR 
LOCKSTITCH 


GOODYEAR attaches the sole to 
the welt on the outside of the shoe 











seam for Sole Attaching is the seam of 
quality. It has stood the test of time. 
There are two outstanding lockstitch 


seams now in use on modern footwear. 


Dt 


Dt 


LOCKSTITCH SEAMS are flexible and 
will hold securely all types of soles 


commonly used on footwear 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


The 


STITCH 











2 The LITTLEWAY LOCKSTITCH 


G/T SOLE STITCHING MACHINE 
— MODEL C 


LITTLEWAY 


LOCKSTITCH 
. EDGE 


LITTLEWAY attaches the sole, upper 
and insole on the inside of the shoe 























When writing advertisers please mention Boot and Shoe Recorder 





60 


OO a 6 Oe 


WHERE TO BUY 


Women’s Shoes 


6 ee! 





The Ball Bearing Heel in 


Ceara Bo Shoe 


Takes Away 25,000 
Shocks Per Day 


These Special 
Features 
Enable You To 
Get More 
Mark Up 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 














GENUIN& HAND TURNS 
$9.50 


No. 80102—DYEABLE WHITE meise 
AAAA to B 242 to 9 


18/8 Louse Heel White Lining 
Medium Pointe Toe 


No. 221 
PATENT LEATHER SEAMLESS OPERA 


AAAA to A 
No. Sear arent LEATHER negent 


AAAA te 
B 


7 0 
19/8 Louis Heel Medium Pointed Toe 
“Watch the expres- 
sion on her face 
when she tries on a 
turn’’ 


“Hand _ tur: 

quire more ta’ than 
€D machine shoes. AID 
EMPLOYMENT” 


DODGE, BLISS & PERRY iti. 


new WBURYPORT, MASS 
“THE correct DODGE FOR ALL OCCASIONS” 








FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc 
Buffalo, N. Y. 


Both lines carried in stock. 


FOR MEN 
J. P. SMITH SHOE CO. 
Chicago, Ill. 














HANNAH SON’ S 


— yngeons 


694 . White Linen Oxford 
vs College Heel. Comb. 43 Last; 
In Stock A, B, C and D; Sizes 3 to 9. 


HANNAHSON’S 


HAVERHILL, MASS, 

















Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, March 11, 1933 


Lynn, Mass.—T. W. Rogers Co., retailers at 
274 Union St., display a pair of rubber boots, 
Tom Thumb size, that were made 50 years 
ago, or at about the time that the wearing 
of rubber overshoes was recommended as “good 
for the hectic of the lungs.” 


ES 
Has Important Pay Roll 


SPRINGFIELD, ILL.—International 
Shoe Company’s factory in this city has 
an annual payroll of $576,000, W. B. 
Mason of St. Louis, who has been iden- 
tified with the shoe company for many 
years, told members of the Rotary Club 
at their weekly meeting in the St. Nich- 
olas Hotel. He was introduced by O. 
W. Cox, superintendent of the local 
plant. 


Adds Chiropodist to Staff 


LOUISVILLE—The Boston Shoe Store 
has added a new department in charge 
of Dr. Todd, a chiropodist of standing 
for the care of foot troubles. This is 
in addition to the regular Dr. Scholl 
department now maintained. This store 
had an unusually good response to their 
anniversary sale, which they advertised 
both in the newspaper and in spot an- 
nouncements over WHAS, which proved 
very effective. 


Portsmouth Plants Active 


PORTSMOUTH, OHIO— Reports from 
the shoe factories and allied manufac- 
turers of Portsmouth show unusual 
activity. The Selby Shoe Co. is produc- 
ing 5000 pairs at the Portsmouth plant 
and 2500 pairs at the Ironton plant 
daily. The Irving Drew Shoe Co. i 
producing 1500 pairs daily. 

The Williams Manufacturing Co. 
makers of leather goods is operating 
three shifts around the clock. The 
Mitchell Manufacturing Co., manufac- 
turers of shoe laces is working on an 
85 per cent of capacity schedule. 


National Advertising Campaign 


ORANGE, N. J.—Worthy of the atten- 
tion of shoe dealers everywhere is the 
“HOW WHITE IS WHITE” national 
advertising campaign, being sponsored 
by the Shu-Milk Products Corporation, 
in the interests of their product, SHU- 
MILK, a white shoe cleaner. 

During the “white” season, over a 
100 leading newspapers, with combined 
circulation reaching into millions of 
homes nation-wide, will carry SHU- 
MILK advertising. 

Each ad asks the question—“How 
White is White?” and supplies the an- 
swer—“‘As White as Shu-Milk on a 
Shoe,” along with the outstanding mer- 
its of the product. 

Without doubt this campaign will 
contribute greatly to making the public 
“White Shoe conscious” and as a natu- 
ral consequence will promote the sale 
of “whites” everywhere advertising ap- 
pears. 





New $3.00 Douglas Line Gets 


Attention 


BrRocKTON—With production averag- 
ing 5000 to 6000 pairs daily for the 
past fortnight, the new W. L. Douglas 
$3.00 shoe gives every indication of re- 
storing to this nationally known fac- 
tory the volume it enjoyed many years 
ago when the business was established 
and a national leadership in this price 
range was attained by the founder of 
this institution, W. L. Douglas. 

The well known company started into 
its third week of production on the new 
line with a 10,000-pair initial order 
from a mid-western firm. Douglas deal- 
ers and outlets nationally report much 
enthusiasm for the new $3.00 line, in- 
cluding the white range of patterns and 
a representative sport line, all made of 
full grain leather and carried in stock 
with a complete range of widths and 
backed by lucrative transportation fa- 
cilities for over-night shipments. 

In addition to the new low price 
range, the Douglas line includes the 
$3.60, $5.00 line and the Normal-Tread, 
to retail at $7.00, in addition to the 
regular Douglas women’s and _ boys’ 
lines. 


York Retailers Elect Officers 


York, Pa.—Samuel Bruggeman was 
installed as president of the York Shoe 
Retailers Association at their annual 
meeting held last week. Edward Reine- 
berg was in charge of the meeting. 
Other officers are: Vice-president, 
Walter Greenfield; secretary, David 
Lewis; treasurer, Charles Martin. Fol- 
lowing the installation ceremonies the 
newly elected officers gave short ad- 
dresses. President Bruggeman gave a 
brief resumé of his 49 years in the re- 
tail shoe business in the city of York. 

President Bruggeman received con- 
gratulatory messages from the officers 
of the Middle Atlantic Shoe Retailers’ 
Association and the National Shoe Re- 
tailers’ Association. 

Secretary David Lewis gave a brief 
talk on “The Men’s Style for the Com- 
ing Spring and Summer.” Charles 
Martin spoke on “As I See It.” His 
talk was very optimistic. 

President Bruggeman appointed the 
following committee chairmen: Enter- 
tainment, Frank Kilgore; by-laws, 
Walter Greenfield and membership, 
Cletus Reineberg. Following the busi- 
ness session, Charles Martin, host, 
served a platter luncheon. 

Preparations and plans were made 
for the shoe men’s frolic, which is an 
annual event for shoe retailers, their 
employees and friends. This year all 
employees and employers in all retail 
stores will be invited to attend the 
frolic. 

The frolic this year will be in the 
form of a dinner, dance and cards and 
will be held in one of York’s ballrooms. 
Speeches and contests will be dispensed 
with this year as the plan of the com- 
mittee is to give everybody a delight- 
ful and enjoyable evening. 
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- Conditions at present make it not only desirable but advisable for all merchants 
in- to protect their credit standing. Manufacturers, likewise, are equally inter- 
er ested in having them do so. Adequate lines of credit, based on conditions 
oe in each individual case, can best be considered and established when complete 
fa- facts are available. 
ve Careful planning, actual figures, plus good business judgment, are essential for 
ad, the success of any business. Changes have been so rapid that once-a-year 
24 check-ups are no longer sufficient. 
Therefore, the undersigned urge that you: 
(1) Take a thorough, semi-annual inventory of 

ves stock on present-day values. 
= (2) Carefully analyze and age your accounts 
* receivable. 
“ (3) Prepare a balance sheet setting forth present 
‘ol- conditions. 
= (4) Prepare detailed operating statement for the 
ug past six months. 
’ (Preferably through some reliable accounting firm) 
wa Then, the issuance of these statements promptly to the manufacturers in- 
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es accepted as a sound business policy. 
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WHERE TO BUY 


Men’s and Women’s 
Slippers 





QUALITY 
KID D’ORSAYS 


TO RETAIL AT $1.00 
Padded Sele, Cuban Heel. in 
Red, Blue, er Black Kid. 

Write for catalog 
FREEMAN THOMPSON 
SHOE COMPANY 
St. Paul, Mina. 











W. 8S. CHASE & SONS, INC., 
HAVERHILL, MASS. 
in Stock Men’s Full Leather Lined 
Handturned Slippers 


Priced from $1.60 


Kid Pullman Slippers 
colors and black with 


Snap Pocket 1.35 
Zipper Pocket $1.50 


hi lie 


WHERE TO BUY 


Dancing Shoes and Taps 





TAP DANCING 
THEO SLIPPER 
Stock No. 1210 


Patent Leather 
For Growing Girls 


D Widths—Sizes 3-7 
Price $1.25 


BLOG SHOE CO., INC. 
147 Duane St., New York City 











% KENDALL'S POTEssionat 
IN-STOCK 














ra KENDALL SHOE COMPANY -* 
HAVERHILL, MASE. 








Adds Women’s Shoe Section 


York, Pa.—A women’s shoe depart- 
ment has been added to the Daniel’s 
women’s apparel shop, at 26 North 
George Street, here. The new depart- 
ment is under the management ef Al- 
bert Kaplan of Baltimore, a former 
manager of the shoe department of 
the._C..H. Bear department store. 
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» STORE CHANGES 4 


Lober’s Remodels 


SPRINGFIELD, ILL.—Exemplifying the 
spirit of approaching spring, Lober’s 
store, Fifth and Adams Streets, has 
been remodeled throughout the interior 
and new backgrounds placed in the 
display windows. In harmony with 
Lober’s newly created atmosphere the 
store is featuring the latest line of 
shoe styles. 

The color scheme of the interior is 
dominated by green with cream trim- 
mings, lending a bright but soft atmos- 
phere to the store. Backgrounds in 
the windows are of modernistic design, 
painted in light orchid and appropriate- 
ly trimmed in a soft tone of grey with 
silver and black also included. 


Modernizing Shoe Section 


BIRMINGHAM—With the removal of 
Burger-Phillips to a new location at 
1910-16 Third Avenue, the shoe depart- 
ment is adding a line of Robinhood 
shoes, according to B. Corman, mana- 
ger. The new home of the company is 
one of the most modern department 
store buildings in the South and is one 
of the few below the Mason-Dixon line 
to have air-conditioning features for 
the store. The I. Miller line of shoes 
is featured. 

Paul Oxford, former manager of the 
Wheeler Shoe Store at Five Points, 
where he has been connected for a 
number of years, has resigned his posi- 
tion and is now connected with the 
shoe department of Burger-Phillips. 


Rearranges Shoe Departments 


BALTIMORE, Mp.—A recent rear- 
rangement of the footwear shops of 
The Hub has been effected, designed 
to stimulate and promote greater shoe 
activity. The women’s shoe shops are 
now all located on the second floor. The 
children’s shoe shops now occupy a 
substantial section of the main floor of 
the Fayette Street building. The Enna 
Jettick Shoe Shop, which occupied the 
space now allocated to the children’s 
shoe shops, is now on the second floor, 
adjoining the regular women’s shoe 
shops. The Miss Baltimore Shoe Shop 
is located in the Fayette Street build- 
ing, adjoining the main building on 
Fayette Street. 


Buys Out Partner 


DetTroIT—Sam Roby and Nathan El- 
leman, taking over the La Salle Boot 
Shop, in the northwestern part of the 
city at 6525 Fourteenth Street, from 
their former partner, N. Watterstone, 
have incorporated the company, now 
capitalized at $1,000. Watterstone is 
now partner in Norman’s Boot Shoppe, 
downtown store. 





“Modern” Chain Opens Branch 

CHAGRIN FALLS, OHI0O—The Modern 
Shoe Stores, with headquarters in 
Cleveland, opened the third unit of a 
chain of retail stores at 1 North Frank- 
lin Street, recently. David Zipkan will 
be manager of the unit. Other stores 
are located in Willoughby and Collin- 
wood. 


To Open in Buffalo 

BuFFALo, N. Y.—M. Martin Janis 
will open a popular-priced women’s 
footwear store at 509 Main Street late 
in February or early in March. He has 
leased the street floor store for a pe- 
riod of six years and the store will be 
opened after extensive alterations and 
improvements are made. 


R. A. Nothnick Moves 


STAFFORD SPRINGS, CONN.—R. A. 
Nothnick, retail shoe dealer, has moved 
his store from the Tonon Building, 
East Main Street and Curtis Avenue, 
to a new location in the Hotowski Block 
on Main Street, following a fire which 
swept the former structure. 


Philip G. Shank Starts Store 


OneiwA, N. Y.—Philip G. Shank, 
who recently started a shoe store here, 
is well pleased with the reception ac- 
corded. He is specializing in correct 
fitting. “Treadeasy” and “Truestep” 
shoes are being featured, while the 
hosiery department is making friends 
selling “Allen A” and “Trimfit” brands. 


Takes Over Tuller Boot Shop 


DetroIt—E. E. and Sarah E. Price 
have taken over the Tuller Boot Shop, 
unique store in the Tuller Hotel, from 
F. H. Flandermeyer, former owner. 
Mrs. Price has been manager for sev- 
eral years, and will remain in this posi- 
tion. 


V. J. Reed Opens Own Store 


FAIRFIELD, IOwA—A shoe store was 
opened here March 1, by V. J. Reed, 
for three years salesman for the Ram- 
say Shoe Co., which recently closed out 
its business here. Mr. Reed will re- 
model the location building which 
houses the Ramsay Co. 


Gilley Shoe Co. Stock Sold 


New LEXINGTON, OHIO—O. L. Tay- 
lor, of the O. L. Taylor, Co., Lancaster, 
Ohio, has purchased the stock of the 
Gilley Shoe Co. here which was sold in 
bulk recently. 


Cinderella Bootery Opens 


WILMINGTON, N. C.—Aaron Abrams 
has opened the Cinderella Bootery, fea- 
turing high grade novelty shoes for 
women. This is a subsidary of the 
Southern Wholesale House of this city, 
also owned by Mr. Abrams. 
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Modern in Construction 


Comfortable all-day, 


all-wear shoes. 











UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS aie 
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WHERE TO BUY 


Children’s Footwear 
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MRS. DAY’S IDEAL BABY SHOES 

r infants’ Soft 
intermediates 
Flexible Hard Soles. ..2-8 


Send for In-Stock 
Catalog 


MRS. DAY’S IDEAL BABY 
SHOE CO. 
Locust St. Danvers, Mass. 
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2 MAIN ST. 
WILTON, MAINE 





GHBASS & CO. 





NEW LOW PRICE! 





Pair 





Sizes 2 to 6—In ase Lots of 36 Pairs. 
20c Additional for Sizes 644 to 8 
WRITE FOR PREPAID SAMPLES 
SWAN SHOE COMPANY, INC. 


2201 Aisquith Street 
Baltimore, Md. 
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WHERE TO BUY 
Shoe Dressings 
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SOLD EXCLUSIVELY AM SCIENTIFIC 
TO SHOE TRADE QUALI TY 
FOR DETAILS POLISHES 
DRESSINGS 
CAVALIER CLEANERS 


CORP. 
BALTIMORE 


CAVALIER) 
POLISH 


DYES 




















New Ornament Firm 

New York, N. Y.—Catolite Novelty, 
Inc., manufacturers and distributors of 
fine shoe ornaments, have operied offices 
at 1261 Broadway. Syd Osman is 
manager of the new company. 








WHY PICK APRIL IST? 


Buffalo, N. Y.—Business men of Pt. Allegany, 
Pa., Just over the New York line, have sub- 
scribed to a fund being raised there to beat the 
depression by opening a shoe factory, for the 
manufacture of children’s shoes. April Ist has 
been set as the date when the new plant will 
begin operation. Twenty-five men will be em- 
ployed at the start and it is expected to gradu- 
ally increase this number to one hundred. 





New Billiken Catalog 

The Billiken Shoe makers of Lynch- 
burg and St. Louis have issued an at- 
tractive new catalog featuring their 
stock styles in children’s shoes for 
spring and summer, 1933. It is a 32- 
page book, profusely illustrated in 
color, and shows a wide variety of 
styles and patterns. The catalog also 
explains in detail the Billiken plans 
for national advertising and the dealer 
helps that are available for retail mer- 
chants handling the line. 





Vulcan Men on Trip 

PORTSMOUTH, OHIO— Joseph Hen- 
dricks, resident manager of the last 
division of the Vulcan Corporation and 
Finley Tynes, advertising manager, 
have returned recently from a sales 
tour of central and southern Ohio shoe 
factories. 


Seattle Department Store 


Expands 


SEATTLE—T he MacDougall - South- 
wick store on Second Avenue, this city, 
has recently increased its shopping fa- 
cilities, added a new downstairs store 
with footwear in the basement, and a 
handsome new women’s shoe depart- 
ment on the third floor. H. W. Ma- 
neurd, formerly of The Palace, Spo- 
kane, has been appointed buyer for 
both the brilliant new shoe department 
and the downstairs shop that occupies 
the entire basement. 

February sales have started on an 
upward trend at MacDougall’s and ex- 
cellent business in 1933 is anticipated. 
MacDougall’s lost a fine neighbor 
across the street—Fraser Paterson, ex- 
tensive retail shoe outlet and depart- 
ment store—in its recent closing and 
has been expanding departments to 
take over Fraser’s former customers, 
as it has taken over part of its staff 
to keep business good on Second Ave- 
nue. 


Edison Signs Rochester Lease 


Rocuester, N. Y.—First Rochester 
unit of the Edison Brothers Stores, 
Inc., Atlanta, Ga., shoe retail firm, will 
be opened shortly at 186 Main Street 
East, downtown location, Harry Edi- 
son, president, said this week after 
completing negotiations for a site. 

The site will be remodeled and 
equipped with a new front, Edison said. 
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Featuring Georgia Products 


ATHENS, Ga.— Georgia-made prod- 
ucts will be featured in the new shoe 


“store of Henry M. Rosenthal, at 165 


Clayton Street. They include Bona 
Allen shoes for men, made at Buford, 
Ga.; Dovedown hosiery, made at Grif- 
fin, Ga., and a number of shoes for 
women and children made in Atlanta, 
Ga. Allen E. Murray will be assist- 
ant manager of the new store, with 
James Scoggins and Joel Wier, Jr., 
comprising the sales force. 





Wagoner & Marsh Reorganizes 


AkrRoN, O. — Wagoner and Marsh 
Shoe Corporation has been incorpo- 
rated at Columbus, a reorganization 
of the Wagoner and Marsh Shoe Com- 
pany at 72 S. Main Street. Incorpo- 
rators are listed as Frank B. Burch, 
Lillian Keister, Forest E. Downing. 
The company will continue to operate 
its store in the same location. The 
company formerly operated two stores 
in Akron, a men’s and a women’s store, 
and also a store in Canton. The Can- 
ton store was discontinued two years 
ago. 


Opens Foot Comfort Section 


SEATTLE, WASH. — Rhodes Depart- 
ment store on Second Avenue, opened 
February 9th a new foot comfort de- 
partment in the downstairs shoe shop, 
in charge of S. B. Miranda, well 
known in Seattle shoe circles. Mr. 
Miranda makes pedigraph prints of 
the feet, and gives advice and counsel 
regarding their care, while rendering 
a comfort service for those with foot 
problems. 


Snyder’s Boot Shop Opens 


New HAvEN, CONN.—Paul R. Sny- 
der opened a retail store under the 
name of Snyder’s Boot Shop at 140 
Orange Street, featuring Dorothy 
Dodd shoes. Mr. Snyder has been con- 
nected with the Thomas G. Plant Corp., 
Boston, for 15 years, the last five as 
a buyer for the Queen Quality Boot 
Shop on 34th Street, New York City. 





OBITUARY 








W. A. Gownley 


ScRANTON—W. A. Gownley, who con- 
ducted a high class shoe store here ex- 
clusively for women, died suddenly Sat- 
urday night, Feb. 25, in Hotel Casey, 
where he lived. The last few weeks 
Mr. Gownley was selling out his stock 
with the intention of retiring from the 
shoe business temporarily. Death, due 
to pneumonia from which he suffered 
for about a week, thwarted a contem- 
plated European trip by the shoe mer- 
chant. 
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CLAWIFIED ann WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
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SALESMEN WANTED 


WANTED TO PURCHASE 





SALESMEN: Large Eastern Manufacturer of 
soft and hard sole Boudoir slippers and 
Leather Sole Sandals has following states open 
for experienced salesmen: Pennsylvania, Indi- 
ana, Illinois, Michigan, Minnesota, Virginia, 
North and South Carolina, Georgia and Ala- 
bama. Strictly commission basis, weekly set- 
tlements. State complete qualifications and 
experience in first letter. Address D-301, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





DANCING FOOTWEAR 


We are interested in job lots of Ballet, 
Toe and Tap Slippers and kindred items. 
If you have any of the above numbers to 
close out, write us stating quantity, sizes, 
style and manufacturers. 


THOMAS-HORIWITZ CO. 
115 N. Clinton Ave., Rochester, N. Y. 














ANTED—Salesman to handle on ¢ 





sion, line of 125 patterns women’s arch 
footwear retailing at $3.00 carried in stock. 
Territories open: Indiana, [Illinois (except 
Chicago). Address D-302, care Boot & Shoe 
ee. 239 West 39th Street, New York, 





SALESMEN with established trade to carry 
short line of medium and lower priced 
children’s and misses’ shoes in southern Illinois, 
Indiana, Iowa, Missouri and Kansas. Commis- 
sion basis. Acme Shoe Manufacturing Co., 
Clarksville, Tenn. 





ALESMEN WANTED for Louisiana and In- 

diana, including also the western half of 
Ohio. Our lines of high styled In-Stock Ladies’ 
Novelty shoes to retail profitably at $1.65 to 
$3.95, are well established in these territories 
and offer the opportunity for a permanent and 
profitable connection. hen applying state age 
and road selling experience. Address Shu-Stiles, 
Tnc., 1330 Washington Avenue, St. Louis, Mo. 








LINE WANTED 


RELIABLE Chicago and vicinity sales- 
man wants line that has real attraction. 
Men’s or Women’s. 10 yous selling this trade. 
Prefer drawing account basis. Address 1-304, 
care Boot & Shoe Recorder, 367 West Adams 
Street, Chicago, Il. 








AVE several salesmen covering Southern 

States. Want two responsible ge con- 
nections—one $1.25 line—$1.85_ line. dies’ 
novelties, from stock preferred. Will handle 
accounts or work out commission arrangement. 
Charles Shoe Co., Jacksonville, Fla. 1936 
Morningside. 





ENING shoe sample room in Los Angeles 
wholesale district. Lines wanted. Max 
= 2910 Whittier Blvd., Los Angeles, 





“Toe Pocket” in Shoe 





BUSINESS OPPORTUNITY 





SHOE Manufacturers. Any one wanting to 
open Canadian connection can secure interest 
in going concern. Low overhead. Own building 
equipped for welts. Good reasons for offering 
interest. Address D-300, care Boot & Shoe 
aoe 239 West 39th Street, New York. 








FOR LEASE 


SHOE STORE fully equipped with fixtures, 

etc.,-modern front, spacious and well located 
busy thoroughfare in Bayside, L. I. Rent un- 
usually attractive. direct from owner 
of building. Rrokers cooperate. M. Matin, 
co, 1000 Whitlock Ave., Bronx. Dayton 














LYNN, Mass.—Ole Anderson, at 261 


Broad Street, has built a pair of shoes 
with a “toe pocket” in one of the pair. 
These shoes are for a customer whose 
little toe on one foot stands up almost 
straight, not laying flat as a little toe 
should do. 
pocket for this unfortunate toe by 
building up the toe of the last with 
leather in the old-fashioned way, and 
forming a sole leather box over it, so 
the upright toe will be protected. For 
the sake of uniformity, the toe of the 
other shoe was likewise built up. 


Mr. Anderson made the 








AN OPPORTUNITY 


One of the leading houses in its 
field of endeavor with the highest 
rating and reputation has a per- 
manent opening for a man who 
has been an executive in the shoe 
manufacturing business for a 
period of years and is held in high 
esteem by the personnel of the 
shoe industry. Unlimited earning 
possibilities and real future for 
the right man. Answer will be 
held in strict confidence. Address 
D-305, care Boot & Shoe Recorder, 
367 West Adams St., Chicago, Il. 

















MERCHANTS’ NEEDS 








SMART SHOE ORNAMENTS 
} FOR THE SPRING SEASON 






No. C42 


These beautiful buckles for spring 
shoes can be obtained in different 
assortments and all color combina- 
tions on attractive display cards, 
packed one dozen pair to a card. 
PRICED AT $2.00 PER DOZEN 
PAIR . 
POSTAGE PREPAID j 
NON-RATED ACCOUNTS PLEASE REMIT 
MONEY ORDER WITH ORDER 


CATOLITE NOVELTY, INC. 
1261 BROADWAY, NEW YORK, N. Y, 






































CLASSIFIED ADVERTISING 


The rate for “Position and Lines Wanted” advertisements is 4 cents 
Minimum charge 75 cents. For all other classified advertisements the 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
rr Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™& 


RATES 


per word for all undisplayed advertisements. 
rate is 7 cents per ini 


Minimum charge 








When writing advertisers please mention Boot and Shoe Recorder 
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MERCHANTS’ NEEDS 


WANTED TO PURCHASE 








NEW MODERNISTIC 
TICKET 


With or without “SALE” im- 
print. 


Carried In-Stock 


Any assortment desired. 


Samples on request of all 
in-stock tickets. 


Coral background, orange and black trim, 
black printing. 


With “SALB”’ Imprint: 
$1.25 


Celluloid Profit Chart (Pocket Sice)—FRBB 
—with order of 24 dozen. 


In-Stock—37 ‘‘SALE!’”’ denominations. 
In-Stock—93 denominations with design only. 
15e. per dozen additional for odd-price tickets 
ordered and not in stock. 

Postal Money order with order, please, 


Unless C.O.D. Shipment Is Preferred 
Merchant’s Service Dept. 


Boot and Shoe Recorder 
367 W. Adams St., Chicago, II. 














Vinsonhaler With Blue Ribbon © 


Harry Vinsonhaler, genial shoe man, 
has recently reaffiliated himself with 
his old “love”—the St. Louis shoe mar- 
ket, by joining the sales force of Blue 
Ribbon Shoemakers, Inc. His territory 
is Michigan, Ohio, West Virginia and 
Kentucky. For many years Harry suc- 
cessfully operated a wholesale shoe 
business on Washington Avenue in St. 
Louis known as the Vinsonhaler Shoe 
Company. He always has been a St. 
Louis shoe man, and he is happy once 
again to be connected with a St. Louis 
house, although he will continue to 
make his headquarters at Cleveland. 


Buyers of Surplus Stocks 
from’ manutactorere’ jobbers et Fetallers: 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 


590 Broadway New York 
Phone Canal 6-4298 and 4299 














Mystery of Giant Sole. 


LyNN, Mass.—A sole of a rubber 
shoe, marked size No. 24, picked up on 
the beach, after a recent heavy storm, 
is a mystery to shoemakers, as well as 
dwellers along the shore. Nothing like 
it has ever been seen here. It measures 
24 inches in length, 74% inches wide 
across the ball and 5% inches wide 
across the heel. No trade mark is 
stamped on the bottom. It was washed 
up by the sea, but from where is more 
than is known, and, possibly, never will 
be known. 


Turn Specialties 


LYNNFIELD, Mass.—Killoran Shoe 
Co., Inc., recently formed, has started 
up the Killoran factory for making 
hand lasted, hand turned shoes for the 
hospital and convent trade, and also 
for general wear, the latter to have 
built in arch supports and other fea- 
tures of health shoes. R. G. Pike, man- 
ager, was for some years with Vaughan- 
Towle Co. of Lynn. 


How To Keep Well 


Warnings against winter colds are 
being posted by the public health au- 
thorities, and among them are those 
that are endorsed by shoemakers, for 
they recommend: “Get out of doors 
every day, and step along briskly, keep- 
ing the feet warm and dry, and breath- 
ing in the brisk and bracing air to 
warm the blood as well as to cast out 
germs of disease.’ Sure, walking is 
good medicine—every shoemaker will 
say so. - 


Lynn Changes 


LYNN, MAss.—Kaufman’s store, 47 
Baldwin Street, has been remodeled, 
stocks increased, policies changed and 
so on under the management of Joseph 
Kaufman. It features shoes for the 
family fresh from the factories. Clyde 
Robinson is now with this store. He 
was formerly manager of the Golden 
Rule store in Lynn, and, for another 
while, was with the retail department 
of J. Musinsky & Sons. The latter firm 
has closed its retail store at 33 Bald- 
win Street, which it has carried on 
since 1898, and continues to carry on 
its wholesale and its retail stores at 
266 Broad Street, Lynn, in the heart 
of Liberty Square. 








MAYFAIR 


EIGHTH and SAINT CHARLES 


LENNOX 


im $T. LOUIS 


In the very center of 
things. Just a step from 
theatre, shopping and busi- 
ness district. Admittedly 
offering more personal 
room comforts and refine- 
ments than any other 
hotels in Saint Louis. And 
any Saint Louisan will tell 
you that these new hotels 
are decidedly the places to 
dine in St. Louis. 


Large Light Coffee Shop 
Club Meals Sample Rooms Garage Service 


OPERATED BY HEISS HOTEL SYSTEM 





H. A. Hoskins, Inc., Discontinues 


PROVIDENCE, R. I.—H. A. Heskins, 
Inc., for several years one of the city’s 
leading shoe retailers of high-grade 
women’s footwear, has closed out, fol- 
lowing a liquidation of the business. 


Nisley Opening New Stores 


CoLumBus, OHI0O—The Nisley Shoe 
Co. operating a chain of retail stores 
throughout .the country and a subsid- 
iary of the G. Edwin Smith Shoe Co., 
reports that new units will be opened 
during March as follows: Boston at 
145 Tremont Street; Providence at 286 
Westminster Street, and Hartford, 
Conn., at 89 Pratt Street. The com- 
pany recently opened a store at 820 
Olive Street, St. Louis. ; 

The factories of the G. Edwin Smith 
Shoe Co. in Columbus and Newark are 
being worked practically to full capac- 
ity producing from 5000 to 6000 pairs 
daily. 

G. Edwin Smith head of the. com- 
pany bearing his name and Raleight 
Lee, head of the Nisley organization 
will soon return from a vacation spent 
at Sea Island Beach, Georgia. 
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BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass. .... 42 
Ault-Shackford Shoe Co., Auburn, Me. .... 56 
Ault-Williamson Shoe Co., Auburn, Me. ... 57 
Bass, G. H:, & Co., Wilton, Me. .......... 64 
Blog Shoe Co., Inc., New York City ...... 62 
Chase, W. S., Sons, Haverhill, Mass. ..... 62 


Connelly Shoe Co., Stillwater, Minn. ..... 44 


Dodge, Bliss & Perry Co., Inc., Newbury- 
port, Mass. 60 
Dyer & Hall, Inc., Auburn, Me. .......- 43 


Ebberts, John, Shoe Co., Buffalo, N. Y. ... 60 
Endicott-Johnson Corp., Endicott, N. Y. .. 31 
Evans’, L. B., Son Co., Wakefield, Mass. .. 25 


Green Shot Mfg. Co., Boston, Mass. Back Cover 


Hannahson’s, Haverhill, Mass. .........+- 62 
Jarman Shoe Co., Nashville, Tenn. ......-. 12 
Kendall Shoe Co., Haverhill, Mass. .....- 62 


Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. 3 


PTReTEREEE Eee 


sewer eeeeeee 
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Museback Shoe Co., Danville, Ill......... 5 
Nettleton, A. E., Syracuse, N. Y. ....-.++ 58 
Old Colony Shoe Co., Brockton, Mass. .... 58 
Peck Shoe Co., Worcester, Mass. ......-.. 10 
Pedigo-Lake Shoe Co., St. Louis, Mo. .... 1 


Peters, Branch of Int. Shoe Co., St. Louis, 
DD. .-.9ncbensdo-0onsshe.ebson000s5600.000068 41 
Richards & Brennan Co., Randolph, Mass. 58 
Roberts, Johnson & Rand, St. Louis, Mo..46-53 
Robinson-Bynon Shoe Co., Auburn, N. Y. 47 


Shaft-Pierce Shoe Co., Faribault, Minn.... 60 
Smith, J. P., Shoe Co., Inc., Chicago, Ill... 60 


Stacy-Adams Co., Brockton, Mass. ........ 58 
Swan Shoe Co., Baltimore, Md. .......... 64 
United Shoe Mfg. Co., St. Louis, Mo. ..... 35 
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A BUYING GUIDE TO 
OUR ADVERTIVERS 


IN THIY 


Rig? 2a 





LEATHER AND OTHER MATERIALS 


Colonial Tanning Co., Boston, Mass. ..... 4 


Dewey & Almy Chemical Co., Cambridge, 
ME, scaaadosswep Pues ndesaaee Front Cover 


Evans, John R., & Co., Camden, N. J. ...6-7 
Goodyear Tire & Rubber Co., Akron, O...26-27 
Hubschman, E., & Sons, Phila., Pa. 2nd Cover 
Kistler Leather Co., Boston, Mass. seeeees 37 
New Castle Leather Co., New York City .. 49 


Ohio Leather Co., Girard, O. ............ 33 


MACHINERY, LASTS, MFRS.’ SUPPLIES 
DRESSINGS, ETC. 


Cavalier Corp., Baltimore, Md. .......... 64 
Johnson Products, Inc., Indianapolis, Ind. 44 


United Shoe Machinery Corp., Boston, 
MAT as<ceeevaceuecous eee 51-59-63-3rd Cover 


SHOE ACCESSORIES 


Catolite Novelty, Inc., New York City ... 66 
Shoe Form Co., Auburn, N. Y. .......... 45 
Simplex Shoe Tree Corp., Chicago, Ill. ... 58 
Whitcher, F. W., Co., Inc., Boston, Mass... 50 


MISCELLANEOUS 


American Weekly, New York City........ 30 
Hotel Gov. Clinton, New York City...... 48 
Hotels Mayfair and Lennox, St. Louis, Mo. 67 
Hotel Piccadilly, New York City........ 50 
Hotel Wellington, New York City........ 50 


Kirsch-Blacher Co., Inc., New York City 67 
Liberty Magazine, New York City....... 8 
Marbridge Bldg., New York City........ 48 


Have Faith in American Industry 
[CONTINUED FROM PAGE 47] 


VELT, ‘THE ONLY THING THIS 
COUNTRY HAS TO FEAR, IS 
FEAR’—BUSINESS IS CONFRONT- 
ED WITH A SITUATION THAT 
DEMANDS COURAGE—IF WE 
HANDLE OUR BUSINESS IN A 
COURAGEOUS MANNER BY DO- 
ING BUSINESS IN AS NEARLY 
NORMAL A WAY AS POSSIBLE IT 
WILL HASTEN THE NEW AND 
BRIGHTER DAY THAT SEEMS 
CLOSE AT HAND.” 

* * * 
J. T. Pepico, Pedigo Lake Shoe Co., 

St. Louis, Mo.: 


“GREATER DEGREE OF CON- 
FIDENCE THAN HAS EXISTED 
FOR SOME TIME IS APT TO IM- 
MEDIATELY FOLLOW RESUMP- 
TION OF BANKING OPERATIONS 
AS FOOLISH HYSTERIA WILL 
HAVE BEEN OVERCOME — BUT 
FOR PRESIDENTIAL ORDERS 
BANKS IN LARGER CENTERS 
WOULD BE OPERATING TOMOR- 
ROW WITH ADEQUATE MEDIUM 
OF EXCHANGE FOR ALL TRANS- 
ACTIONS—BUT THIS CESSATION 
WILL HAVE A SOBERING INFLU- 
ENCE ON ERRONEOUS CLAMOR 
FOR CASH—WHEN THE STORM 
IS OVER FOREST WILL BE IN- 
TACT, BUYING PSYCHOLOGY IM- 
PROVED AND EXISTING BUYING 
POWER UNAFFECTED—SO 
SOUND MERCHANDISING HAS 
NOTHING TO FEAR.” 


* * & 


C. E. Jones, The H. C. Godman Co., 
Columbus, Ohio: 


“BUSINESS AS USUAL BUY 
ACCORDING TO CURRENT 
NEEDS SELL AT A PROFIT WORK 
FOR FAST TURNOVER PERMIT- 
TING PAYMENT OUT OF CUR- 
RENT RECEIPTS.” 








Reed Elected to Head Retailers 


Des Moines, lowa—One of the last acts of 
the Northwestern Shoe Retailers Regional Asso- 
ciation was the election of officers. Harry Reed, 
with the L. O’Harrow Co., Sioux City, was 
elected president and H. S. Mcintyre of Min- 
neapolis was reelected as secretary. The next 
convention is to be held in Sioux City. 
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Ss 
On the heels of the ad- 
vancing Easter Season, Vitality’s 
In-Stock service becomes of para- 






mount importance in your plans, 









for Easter is the dress-up season 





and sharp demands will be made 
on your stock for colorful Spring 
styles. 








Nationally advertised in five great 
magazines, the public will know 
about Vitality Health Shoes ahead 
essa Of their call at your shoe depart- 





ment, so complete your scale of 
widths and sizes from our Stock 
Department in advance of the 
coming season. 


The styles illustrated are in stock 





and represent a few of those that 
serv. are reproduced in current maga- 
zine advertisements. 








VITALITY SHOE CO.” ST. LOUIS, MO. 


Branch of International Shoe Co. 









TO RETAIL AT 


ITALITY 
calth = 





Pas pai MEN’S CHILDREN’S BOYS’ ° 
AA to EEE AAA to G | Widths and Si Ato E 
Sizes 2 to 11 $5 Sizes 5 to 14 $5 ca Ty) } Fad eas Sizes 7 to 6 
Extreme Styles $6 A Few Styles $6 RESON $2 to $4 $3.50 





KAY 


Vitality Thrift Grade Shoes for Men and Women. .$4.00 
Nationally Advertised in v f 


VOGUE + LADIES’ HOME JOURNAL » McCALL’'S » GOOD HOUSEKEEPING + PHOTOPLAY 
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PURE WHITENESS 
.. WASHABILITY 
_. . UNIFORMITY 


plus 57 years’ of tanning expertness 












and reliable service 














Business must go on and will go on. White Kid 


shoes will be your safest and longest source of 


profits this year. Proceed with your preparations. 


Cleaning instruction leaflets for packing with 
each pair of shoes made of white LEVOR Kid 
are gladly furnished free to shoe manufactur. 
ers. Just let your makers know that you want 
this valuable aid to selling and customer satis 
faction packed with your shoes. 





FIVE MILLION PAIRS OF WHITE 
LEVOR KID SHOES A YEAR 
SATISFACTORILY SOLD AND WORN 


$5 It's wise, at all times, to utilize a value-product 


whose advantages make an asset to you in selling 























Cid This asset of dependability is a protection, as well as an at- 
of traction, for your selling. Don't take long chances; buy sound 


ns. stock. White Levor Kid is the soundest for next season. 


with 


Kid G.LEVOR « CO., ime. 


stur- 


= Tanners of THE WHITEST WHITES 
GLOVERSVILLE, NEW YORK 
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DUN HOOD 


“pure white” 


KID 


IS JUST RIGHT 
AND 
MEETS ALL REQUIREMENTS 


s aver SD 











FINE KID 


MADE IN pHiLADELPh'® 


REGISTERED TRADE MARK 
When writing advertisers please mention Boot and Shoe Recorder 
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~ < 


LEAPS INTO THE LEAD AS SPRING'S 
OUTSTANDING FAVORITE 


Styled to Startle 
the Taste of the 
1933 Shopper 


IN STOCK 


AAAA—5% to 9 














Terms—5% 30 days ES 
; — An additional charge of 15 cents a 137H—White Kid Pin-Tucked 
137G—White Kid Pin-Tucked pair on orders less than four pairs to a and erforated vamp and quar- 
and perforated vamp and quar- style. All stock shoes are unbranded ter °30/8 Spanish Heel " 201 
ter, 20/8 Spanish Heel, 201 in plain cartons. All shoes are union t -$2.85 
last, one inch grosgrain oh te made in the heart of Saint Louis. 


WRITE OR WIRE FOR OUR NEW INSTOCK FOLDER ILLUSTRATING THIRTY-ONE 
OF THE SEASON’S MOST OUTSTANDING STYLES 


THE SHADOW 


THE NEW SHADOW-PERFECTION 
IS THE SENSATION OF THE HOUR. 
SURPRISE YOUR TRADE WITH 
THESE TWO SMART NUMBERS. 


So Smart 
So Comfortable 
SHADOW 


1 pump 
133E—White Kid, White Cara- So Different vbr 
tol underlay, 17/8 Boulevard 137F—White Kid, White Cara- 
Heel, 178 last $2.85 tol underlay, 17/8 Boulevard 
. Heel, 178 last 


tie 


BRAUER BROS. SHOE @. PN SW St. Louis, Mo. 
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| The First Card in the 
New Deal.... 


mies Assures a successful Foot Health aca 
C i Promotion with these striking 


FOOT HEALTH WEEK 
COLORED POSTERS 


SIZE 17 x 22 INCHES 
A Necessary Store Tie-Up 


These posters can be used as a back- 
ground for your window and store dis- 
play. 

Attractive and compelling in design, they 
will make your store the center-piece of 


interest in this great national promotion. 
of Foot Health Week. 


FOOT HEALTH WEEK 
POSTERS 


17 x 22 
In Two Colors—Apple Green and Black 


3 for $1.00 
10 for 2.00 
20 for 3.75 
30 for 5.00 

100 for 15.00 


Why not place a quantity order for all Shoe Stores in your community who 
cooperate in 


NATIONAL FOOT HEALTH WEEK 


Boot & Shoe Recorder 
239 West 39th St., New York. 


com 































Enclosed please find postal money order for .. . 


eee 25 SS National Foot Health Week Posters. 


PLEASE MAKE CHECKS PAYABLE TO BOOT & SHOE RECORDER -— 
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GOATSHKIN 
IS THE LOGICAL LEATHER 
For MENS SUMMER SHOES 


M- Neely Colors 
ADMIRALTY BLUE () C) 


McNeely’s newest color— 
a dark brown without 
heaviness, blending well 
with neutral, bright and 
fruit colors in apparel. 


FAWN BROWN 


A medium dark brown 

good for blending with all 

shades of beige, gray, and 
pastels. 


SORREL. 


A medium brown some- 
times called Bourbon, 
found in almost every im- 
portant line of men’s 
footwear. 


A very important color 
because of the increased 
emphasis on grayed and 
purplish blues in costume 
materials. 


JUNGLE BROWN 


Effective for all over shoes 
in staple or corrective 


types. 


INDIES BROWN 


A continued success as a 

distinctive color used in 

large quantities in men’s 
shoes. 


SWAGGER BROWN 


rN eee ee De COMPANY 





McNEELY KID DIVISION 


HUNTINGDON & FAIRHILL STREETS, PHILADELPHIA, PA. 
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lf | Were a 
RETAIL MERCHANT 


WOULD buy my merchandise exclusively from honest fac- 
tories, making honest goods and paying honest wages. 


| would then carry through to my customer—the ultimate con- 
sumer—a campaign of education and enlightenment. 





| would use my windows, my newspaper advertising, my direct 
mail, and my sales people to tell the truth about cheap merchan- 
dise, cheap wages and their destructive effect upon-our whole 





economic system. 


| would proclaim my own honest intentions through announce- 
ments similar to the following: 


] We Do Not Believe in Sweat-Shop 
Wages. 


| The Shoes We Sell to You Are Made in 
Factories That Pay at Least a Decent 
Living Wage to Their Workers. 


1 If You Encourage Sweat-Shop Wages, 
You Are Endangering Your Own Economic 


Safety. 
{| Live and Let Live! 


—In short, | would spare no effort to enlist the active and intel- 
ligent co-operation of all honest and thinking people to help 
restore decent conditions under which we can all live, work and 
maintain the prestige of our country which, during the past year, 





has been sorely tried. 





A ae i ere 


President. 





